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Total admitted Assets $166,966,567.02 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


DECEMBER 31, 1955 
ASSETS LIABILITIES 

Cash $ 534,201 96 serve for Losses 
Mortgoge loons on Real Estate 1,283 32 
"Bones « tocks 14,240, 435 

erest due ond rued 46,379 76 
Agents ond Departmental 
1,000,000.00 
6,025,032.36 
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b her Assets 62 5 Net Surplus 


Tetel edmitted assets $15,413,231.28 Tetal $15,413,23).26 


SURPLUS TO POLICYHOLDERS $7,025,032.36 


es corried ot $795,543 4) the above statement are deposited 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1955 
ASSETS LIABILITIES 
3 1,089 
Real Estate } 


Capital 3,000,000 00 
Net Surplus 18,367,184.65 


Tetel edmitted Assets $43,367,906.30 Total $43,367, 906.30 


SURPLUS TO POLICYHOLDERS $21,367,184.65 


Securities corried ot $2,955,430 82 the above statement are d ed 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1955 
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Western Department 


120 Se. LaSalle $1, Chicago 3, II! 10 PARK PLACE 


Southwestern Department 
912 Commerce S., Dalles 22, Texas 





LOYALTY GROUP 
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1955 


LIABILITIES 
Losses $ 168.710.827.146 
s Expenses 1.621 400.00 
earned Premiums 52,622,853.30 


os and Expenses 1.290.258 00 


Capital 15,000,000.00 
Net Surplus 686,614,175.00 


Tetel $166,966.567.02 


SURPLUS TO POLICYHOLDERS $103,614,175.00 


Securities carried at $3,806 805.9! in the above statement are deposited as required by low 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 
DECEMBER 31, 1955 
ASSETS LIABILITIES 


$ 1.954 8462 54 


169,400 00 
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i tape . 67 41800 

er 574 ie 

Capital 2,000 000 00 

Net Surplus 6.130,306.17 

Tetal admitted Assets $16,157,470.93 Total $16,157, 470.93 
SURPLUS TO POLICYHOLDERS $8,130,306.17 


1 $1,956 902 94 e @ sloteme wre deposited o8 ree 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1955 


ASSETS LiABiLiTiEs 
for Taxes d Expenses S$ 3.98086 
Capital 100 006 00 
Net Surplus 353,917.08 
° 8 
$457 897 94 


Total admitted Assets $457,897 94 


SURPLUS TO POLICYHOLDERS $453,917.08 


d ot $55,720 22 . * tte ent © deposited as requ 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1955 
ASSETS LIABILITIES 


663.2718 69 

« ' « 985437 

Capital 3,000,000.00 

935 Net Surplus 16,332,993.06 


Total admitted Assets $64,617,064.84 Total $464,8172.064 64 
SURPLUS TO POLICYHOLDERS $19,332,993 06 
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LI.C.A. Policies are replete with unusual 10 pay Life * 20 pay Life * 30 pay Life 
selling features For instance the L.LC.A + Life paid at 65° modified Life ° whole 
DIAMOND — 9" endowment that has a Life * preferred Life * double protection 
$1,200 cash value per $1,000 face - 5 types of endowment * 2 types of re- 
amount guaranteed ot 65... . row all tirement * ? juvenile plans ° mortgage 
premiums paid in addition to face amount policy * convertible term ° accident and 
death benefit during period (20 years) '" health ° Hospitalization: 


which premiums are paid. . 
Wore Worckoudisi Wore Assistance 
one Wg We have an outstanding Assistance plan 


A hard-hitting, sales producing program affords you unlimited earning possibili- 
from “mail to sale”. The modern, up-to ties. We give you the backing and whole- 
the-minute aids we furnish are tested and hearted support for positive success: 


proved for powertul selling force. Every- 
Wore Money For You 


thing furnished to you without charge. 
This is truly “ground floor” opportunity. 


Wore Advertisug L.L.C.A.'s vigorous program of agency 
We help yov deve potential building offers outstanding opportunities 
through local advertising, direct mail, for both types of general agents — pron 
quality-lead programs. This is not a Spo ducing and organizing Wonderful brok- 
radic, hit or mss effort but a consistent, erage and surplus agreements! You can 
result-getting plan paid for by L.LC.A. make money with L.L.C.A. 


aes 
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av eichor ice President in C arge S 
P IR h t, Vv P h of Sales 


Life Insurance Company of America 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


Frank E. Kelly, assistant vice president of the Cleveland 
president and manayer of Trade Association Executives 
United Pacific group accident William H. Chisholm has been 
and health operations, has been elected a director of Union Mu 
elected a vice president tual Life, Portland, Maine. Mr. 

John O. Gaultney, CLU, has been Chisholm is president of Oxford 
advanced from superintendent Paper Company 
of agencies of New York Life L. K. Kirk, president of Standard 
to field vice president in charge Accident, and its affiliate, Planet 
of Southeastern division. Insurance, has 


been elected a 
William E. Henderson, Jr., Fide! director of Michigan Fire and 


ses @ue & 


ity and Deposit manager in Buf Marine, a member of the Spring- 
falo, has been appointed resi field companie 

dent vice president in charge 
of the Boston office. 


G. Doane McCarthy, resident vice 
president of Fireman’s Fund, 
has been elected a director of 
W. E. Taeffner the American Institute of Ma 
(right), manager of I ; 
Rice Wack: tenunads rine Underwriters and also of 
has succeeded G. | the Board of Underwriters of 

McCredie retirina New York 

oy thawed percey as resident vice pres ae . 
ident of Standard George E. Rhine has been elected 
Accident and affili 


ate Planet = Insur 


read fis fountain . ‘ 
a secretary of Aetna Casualty 
ostin and Surety He was formerly 
nal Special Agen it s ] 

| Special Agent assistant secretary in the field 
is stuf John A. Lloyd, president of Union underwriting personnel and 


Centr: Life, Cine i . Vee 0 “OC eK < nar , 
AND IT'S A GOOD POLICY FOR AGENT, BROKER entral Life, Cincinnati, Ohio, procedures department. 


has been nominated for presi 
AND ASSURED THAT GEARS THIS SEAL 


dency of the American Life Con 


Robert G. Engel has 
vention. 


been appointed 
Franklin B. Tuttle, board chair agency vice presi 
dent of Sunset Life 
Olympia, Wash. He 
been elected president of the ' was formerly West 
Insurance Society of New York ‘ ern Washington 
agency manager for 


PAC j wie ’ = presicent ; ae Clarence J. . Bankers Life lowa 


Myers, New York Life presi 


NATIONAL dent, and Raymond N. Caverly, John L. Edelman and G. Everett 


; . 1) 4% America Fore vice president. ieerke ave been elected sec 
I IRE INSI RANCI : , : : d pre oa 1 Geerke n ha r ri om ele ec r 
Arthur C, Goerlich, dean of the retaries of American Insurance 


COMPANY School of 


tive vice president. from assistant secretary. 

HOME OFFICE + SAN FRANCISCO . A. Edwards, assistant treasurer 
PORTION DEPARTMENT + WEW YORK, SAN FRANCISCO of Gulf Oil Cor h: hee : , . 

EASTERN DIFARTMENT + PHILADELPHIA , p-, 1as een in charge of underwriting and 

WESTEEN DEPARTMENT © CHICAGO elected president of Insurance 

SOUTHERN DEPARTMENT © ATLANTA ane ¢ Pittsburgh : 

> ‘rs o 8) y P > af Ws , ‘rol > > 

INTERNATIONAL FACILITIES ‘ E ment of Loyalty Group. George 

WORLD-WIDE SERVICE Joseph H. Bishop, Jr., executive C. Miller succeeds Mr. Vore as 


secretary of Insurance Board of vice president in charge of un 


man of Atlantic Companies, has 


Insurance, is execu Company. Both men move up 


Howard D. Vore has been placed 


production in Eastern depart 


Cleveland, was recently elected Continued on page 8 
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* 
“TOUGH" CUSTOMER 
TYPE NO. | 


The I-DON’T-SEE- 
HOW-I-CANary 


a tough bird 
to sell—but 


You CAN with S | 
The CAMDEN! VN 


You can get some valuable tips on how to 


ll this “tough bird’—and | oth a 
a is “toug ir an a other — Ss 
kinds—from the new Camden “SKETCH A me 


BOOK”, just off the press. Many other valu- 


able ideas for letters, cards, slogans are 
yours—free for the asking—in this informal, od i, 
interesting and amusing collection of sales (y eC Vamden 
suggestions. Why not write for your copy, 
U.S.A. 


wi ox JUST FILL OUT AND MAIL THE COUPON BELOW 
Soe, \ 


—_—— 








a 


—_— 


The Camden Fire Insurance Association, Camden 1, New Jersey 


Please send me a copy of the new “Sketch Book” of sales ideas. 


Name 
Address 


oS  — 
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Agaim in 1956-57 
A national advertising program 
of dramatic pictures and copy 
showing why... 


ee 
When someone’ counting on you... 


39 


you can count on life insurance 


A NEW SERIES OF 13 MESSAGES: 


— beginning in October and continuing 
through next May 


— appearing in 525 daily newspapers 


— plus announcements on 30 major radio 


stations 


— reaching combined audiences of more 
than 50,000,000 persons 


Sponsored by the INSTITUTE OF LIFE INSURANCE 
488 Madison Avenue, New York 22, N. Y. 
in the interest of life insurance and its policyholders 


October 1956 











THE HOME INGURANCE 
CATASTROPHE PLAN 


suffering, ° eediess 


vance Company 
) 


Jinary « florts 


4g that its poli 
ompt, es! 
e that they ge! Pf . ays to buy the » 
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wnat quality cross the natio 


That 
The Home 
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ove"? o serve YoU 


And that why 
¢ other industry” 


sre traine d and kept" ' ‘ 
crew t P we wo 
trophe Plan sv spplements 

5 kind of quality protest 
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de organizat on 
, for your home, 
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o broker of 


ge! mh pecan 


Noe eo. yor to ue ss@ Just see your '0% 
nus 


te 
pangs pmpany in's the thing 


NOME 


f ‘t) Ue fran yy “ay 


New York 8, N. ¥ 
MARINE 


' do! 
our car, YOY 


The Home Insur 


Tl ] LD 


ORGANIZED 18 (Suse UC€ 


, Lane 
noel Al yoOMOBILE 
7 ‘ ' o Fidelity « : = 
" , s ond broke 

40 000 independent local agents on 
over 


nds 


filiate, ™ 


und Surety Be 


A stock company represented by 


for a better 
understanding... 


this advertisement appears in color in: 


BUSINESS WEEK NATION'S BUSINESS 
NEWSWEEK TOWN JOURNAL 

TIME AMERICAN HOME 

U.S. NEWS & WORLD REPORT BETTER HOMES & GARDENS 


These Names Make News 


Continued from page 4 


derwriting and production in 
New York-New England terri- 
tory. Second vice 
aul V. 
Mr. Miller and second vice pres- 
ident Harry E. Vernoy, will suc- 
ceed Mr. Hartelius as a vice pres- 


president 
Hartelius will assist 


idential assistant. 

Leland M. Kaiser, vice president 
of Insurance Securities Inc., has 
been elected president of the 
firm, sponsor-manager of one of 
the largest mutual funds in the 


Alfred D. Rosner has 
been elected second 
vice president of the 
Prudential. He was 
executive director of 
agencies in the dis 
trict agencies de- 
partment 


Philip M. Winchester has joined 
Allied Adjusters as vice presi- 
dent. He was formerly general 
manager of General Adjustment 
Sureau Inc. 

Morgan B. Brainard, Jr., vice pres 
ident and assistant treasurer of 
Aetna Life Affiliated Companies, 
has been elected a director of 
Aetna Life and Aetna Casualty 
and Surety. 


John J. Tracy was 
recently 
to assistant vice 
president of Mutual 
of Omaha. He was 
»vecutive secretary 
of inter - company 
committee on sales 
and agency man- 
agement. 


promoted 


Morse G. Dial, president of Union 
Carbide and Carbon, has been 
elected a director of Fidelity 
Phenix Fire, a member of Amer 
ica Fore Group. 

George Champion, executive vice 
president of Chase Manhattan 
Bank, has been elected a direc- 
tor of Travelers Insurance Com- 
panies. 

Dr. Jonathan Evans Rhoads, sur- 
geon, educator and _ research 
scientist, was recently elected a 

Continued on page 10 
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Franklin has enjoyed remarkable growth in 
assets, surplus, and insurance in force, and is 
now the largest* legal reserve stock life 
insurance company in the United States 
devoted exclusively to the underwriting of 
Ordinary and Annuity plans. 

The results achieved by the company 
have been most favorable. In our opinion 
it has most substantial over-all margins for 
contingencies. Upon the foregoing analysis 


of its present position we recommend this 


company. 99 


Lhe Pri nly 
IFT. i, v! AX) Di Y Tall iy I comrany 
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LIFE + ACCIDENT & SICKNESS 
in combination with 
MILLION DOLLAR AGENCY PLAN = 
MORE SALES and MORE COMMISSION $$$$ 


CHECK THIS EXTRA SALES FIREPOWER: 


e Non-can. A & S (Guaran- ¢ Association Group and 
teed Renewable to 65) Baby Group A&S 


e Commercial A & S (First ¢ Hospital Expense and 
day for lifetime) BEST OF ALL... 


LUCRATIVE FIRST YEAR & RENEWAL COMMISSIONS 
A DOUBLE BARRELED SALES SHOT THAT HITS THE 


BULL’S EYE.. (6) .. EVERYTIME 


—— 


If you think you are the right man and want INCREASED INCOME, 
SECURITY, PRESTIGE, AND YOUR OWN MILLION DOLLAR 
AGENCY ... just mail completed coupon today. You have every- 
thing to gain!! 


LIFE INSURANCE COMPANY 


MONTCLAIR, NEW JERGEV 


| 
| pankere 


1 would like to know about your ACCIDENT & 
SICKNESS and MILLION DOLLAR AGENCY 
BUILDERS PLAN 


| Nat ional 


} Life 


and You 
NAME 


STREET 
CITY STATE 


My age is Life volume for 1955 $ 


These Names Make News 


Continued from page 8 


member of the board of Provi- 
dent Mutual Life. 


Joseph E. Boettner, CLU, execu- 


tive vice president of Philadel- 
phia Life, has been elected a 
director of Maryland Life. 


Charles E. Sherer has been elected 


a director of Midland Mutual 
Life, Columbus, Ohio. He is the 
firm’s vice president and direc- 
tor of agencies. 


Vance Rich Jr. has 
assumed duties as 
director of member- 
ship promotion for 
National Association 
of Life Underwriters. 
He was district man- 
ie’ ager at Raleigh for 
Occidental Life, 


A N. C. 


Frank Stanton, president of 


Columbia Broadcasting System 
Inc., has been elected to the 
board of New York Life. 


A. L. Ross has been elected trustee 


of American Foreign Insurance 
Association to fill a vacancy 
caused by resignation of Harold 
Junker. Mr. Ross is board chair- 
man of United States Fire and 
Westchester Fire. Replacing Mr. 
Junker as a director of AFIA 
Finance Corporation is W. C. 
Ridgway, board chairman of 
Crum and Forster. 


Kenneth M. Wright 
has joined Life In- 
surance Association 
of America as as- 
sociate economist in 
investment research 
department. He was 
with Federal Reserve 
Bank, N. Y. 
® 


M. H. Blackburn has been appoint- 


ed assistant to secretary of re- 
search and development division 
of Security-Connecticut Compa- 
nies. He was assistant editor in 
the Travelers’ public informa- 
tion and advertising depart- 
ment. 


. E. MacNelly, Halifax Insurance, 


has been elected president of 
Independent Automobile and 
Casualty Insurance Conference. 

Continued on page 57 
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“Unforeseen events... need not change and shape the course of man’s affairs” 


Peas aren’t people 


People may look alike... but looks can be deceiving. You can’t always tell 


what goes on inside. Too often, unforeseen pressures turn honest people wrong — after 
they’re hired. And without warning. Embezzlement and other employee dishonesty 
can ruin a business. Your business, perhaps, unless you’re protected. Be safe. 
Be thorough. Cover each and every employee with a blanket Maryland Fidelity Bond. 
It’s an investment in guaranteed honesty. Call your Maryland agent or broker 


today. Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


{1 Maryland Fidelity Bond is only one of many forms of Maryland protection for business, industry, and the home. Casualty 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers 





Here is the newest in the rie f attent n-gettit 


Mary 
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OVER A MILLION LIVES 
NOW INSURED BY 


United of Omaha 


In 1955 the number of lives insured by United of Omaha passed 


the one-million mark for the first time. The Company’s insurance- 
in-force climbed to almost one-and-two-thirds billions of dollars . . . 
an increase of 11 per cent over 1954. 


In 1955 United of Omaha also paid a new high in benefits, totalling 
$17,.432,252.14 for the year. 58 per cent of that amount was paid 
to LIVING policyowners. The Company’s total assets rose in 1955 
to $243,981,930.53, with a healthy ratio of $115.59 held for each 
$100 of liability. United of Omaha, 30 years of age, places among 
the top 4 per cent of the more than 1000 life companies in the 
United States. 


As the present year approaches the home stretch, United of Omaha 
is ahead of 1955 in all departments, confident of new all-time rec- 


ords by year’s end. 











United of Omaha's famous “Cash and Carry” Plan, advertised in 
Life, Look, Collier’s and Better Homes & Gardens, is telling 13 mil- 
lion American families how to “Stretch Their Insurance Dollars.” 











For Further Information Circle 3 on Card on Page 67 
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Other fields look greener 





Se ver get that feeling you've had enough of Return the coupon below for your copy of the 
the insurance business? Think you could do bet new kit “How To Profit By A Walk Down Main 
ter hunting uranium with a geiger counter and a Street It will show you how to increase yout 
pick and shovel? premium volume, taking advantage of the latest 


pac kaves of insurance prot ection 


Before you toss out the manuals, take A Walk 
Down Main Street and listen to one of The Amer 
ican Insurance Company s ““veiger’’ counters 
clicking away as it points to untapped sales op “A WALK DOWN 
MAIN STREET” 


portunities 


The American's newe 
t film is heir 
ican Protection Plans for account selling to 0 throughout the 


We mean, of course, the tested and proved Amer 


business and personal lines. With these plans 
American producers gain profits by demonstrat 


ing effectively to their clients and prospects the 


economy of sound insurance protectior 


THE AMERICAN INSURANCE 


t ON 15 Washington St., Nework 1,N. J Sales and Adv. Dept. G-10 
> Please send me my free copy of How To Profit By A Walk 
* Amenican |nsurance ( jroup Down Main Street 


Name 
ympany 


Address 
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They're getting their B.A.” degree 


HERE in this classroom, a group of eager students 
is starting out on the road to another kind of BA 
degree, In this case, the initials stand for Better 
Agent, because, after their graduation, that is 
precisely what they are going to be. Better 
equipped with knowledge. Better equipped with 
the dynamics of salesmanship. Better equipped 
with the kind of confidence in their ability to 
serve that has characterized the graduates of this 


unique school for more than fifty years. 


The keynote of the entire course of study at 
The ‘Travelers Casualty and Fire School is 
quality. Instructors, who are not only insurance 
scholars but have themselves been successful 
in the field, give comprehensive training in the 
Casualty, Fidelity, Surety, Fire and Marine lines. 
Modern, specialized training facilities and methods 


ef instruction are their keys to better learning. 


It makes no difference whether you are just 


beginning your career Ol have been in the in- 


surance business for years. This BA degree is one 
you cannot afford to miss. 

If you would like to enroll in a future class, 
just get in touch with The Travelers Casualty or 
Fire Manager in your territory. He will give you 


the schedule of future classes and consider your 


THE 
TRAVELERS 


CONNECTICUT 


*Better Agents 


HARTFORD 15 
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Man with a Futwe 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


wt Mutual Compan Y 


LC 
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LAGTS about 


John Hancock 


John Hancock 1s a company with strong 
sales leadership. This is a result of long 
experience in the field by Hancock agency 
executives. Because of such leadership 
John Hancock gives vigorous emphasis to 
sales promotion, advertising, and many sales 


helps for its agents. 


lihn te 
i tthe Thar. 
—— 


MUTUALZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Styled by 
Charles E. Jones & Assoc 


DIAL-A-MATIC The secret to the world’s easiest copying 


method is in the dial. Amazing newly de 


Now Get instant photocopies of anything written, printed, 
typed, drawn or photographed right in your own office. 


signed automatic copy control assures per 
fect copies every time. Just set the dial to 


the type of copies you want— your copies 


Turn the dial . . . get the clearest, fastest stainless steel. It copies any original up to 


most convenient copy of anything. It's the 
new all electric Apeco Dial-A-Matic Auto- 
Stat with revolutionary finger tip dial con- 
trol. It’s light weight for easy portability 

. compact to fit on the corner of any desk 
and is styled in polished and satin finish 


15” wide, any length or color on opaque 
or transparent paper—printed on one or 
both sides. The Apeco Dial-A-Matic Auto- 
Stat offers hundreds of money and time 
Saving uses at a price well within the 
budget of even the smallest firm. 


are ready in seconds 


Delivered with Lifetime 
Service Guarantee 








Have You Read This 


NEW BOOK? ! 


Mail This 
AIR MAIL 


Postage Paid Card 
For your FREE BOOK 
(See other side) 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
Chicago 26, Ill. 


American Photocopy Equipment Co. 
1920 W. Peterson Avenue 
Chicago 26, ill. 





a (Dept. $-106) 
M 

nal Rush me, without obligation, your free booklet 
on new Apeco Dial-A-Matic Auto-Stat copying 
I understand this factual report will show me 





how I can improve the efficiency of my business 
as well as increase work output 


PLEASE PRINT 


Company 
Address 
City Zone State 


Individual 






Title 


in Canada: Apeco of Canoda, Ud 
134 Park Lawn Rd. Toronto, Ont 


all-purpose 
copy maker 


The Improved DIAL-A-MATIC for 1957 


FIRST CHOICE OF 
INSURANCE COMPANIES 


COPY ANYTHING 


AUTOMATICALLY 
New FREE book tells how... 


Your free copy of this new booklet is packed with pic- 
tures and details about this revolutionary new copying 
method. Tells what Apeco Dial-A-Matic Auto-Stat 
copies are and how you can use these copies in your 
business. You, as well as every executive member of 
your staff, should read this worthwhile informative, 
factual report on this important new copy maker. You 
will find out how you can save time and money by 
speeding production, by cutting costly office paper 
work, by expediting shipping and receiving and hun 
dreds of other ways to increase the efhciency of your 
business 


ABW eeeoe 


FIRST CLASS 

Permit No 26670 

(Sec 449PL4R) 
Chicago 26, Il! 


\ 











Via Air Mail 





BUSINESS REPLY CARD 


Ne pestage stamp necessary if mailed in the United States 











5<—Postage will be paid by— 


AMERICAN PHOTOCOPY EQUIPMENT CO. 


1920 W. Peterson Ave. 
Chicago 26, Il. 


Use this tear-out postage paid air mail card 


MAIL CARD TODAY 


for Free Booklet 











Behind the “freedom curtain”’ 


A simple curtain of cloth—not iron or bamboo—is a symbol of our 
liberties. It helps to protect the right to vote privately 

and freely. By voting, we reaffirm our faith in the American 

form of government and make our voices heard in 

matters affecting the preservation of our heritage and way of life. 
To vote is a right and a privilege... and a responsibility. 


To vote intelligently is a duty 


Be sure to VOTE on Nov. 6'* 


Metropolitan Life Insurance Company 


1 Madison Avenue, New York 10, N. Y. 
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Just what you want 


when you want it... 


CARD-ALOG Jj 
keeps sales 
promotion working 
for New England 
Life Agents 


Good sales promotion, and plenty of it, is all 

very well, but the only effective aids are those 

that are used. New England Life agents can 

now survey the entire range of 500 items in a 

few minutes, or identify a particular piece i 

in a few seconds. Srsurance Company 
One of these ‘‘open-sesame’’ files is BOSTON, MASSACHUSETTS 
maintained in each agency office for use 
by full-time agents. CARD-ALOG will also 
Tile] s]{-Mel Melilla tM leMeIh-M olde) (1a Me Me [Tel 
review of material appropriate for their use. 


THE COMPANY THAT FOUNDED MUTUAL Li SURANCE IN AMERICA 
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-..an open door 
to more 
business in 


your 
other lines! 


FIRE 
CASUALTY 
COURT & OTHER BONDS 
INLAND MARINE 
HOMEOWNERS 


Probate bonds written today can bring you renewal con of business bring more tist wy returns on thei time 
missions for five, ten, even twenty years. Better still ind effort than probate bone Why not get your share? 
they can lead so olten to additional business in the other reich rican Suret ollet itis avent i result-ue tting pro- 


lines you write: ram deve loped through more than 7O year experience 


¢ Administrators, Executors, ete. need fire, liability in this line 


and other coverages to protect the estate prope rty | 09 Geng 
: FREE AID TO EXTRA PROFITS | Mailtoad 1, 


and their own personal liability to the estate. THROUGH PROBATE BONDS PROFIT. 
e Lawvers—chief source of probate hond busine Featured i | 

ire a constant market for court and miscellanee 4 
bonds of many types, and are often influential in 
placing personal and commercial coverages for then 


clients 
} r 


Pee... ss 
AMERICAN SURETY COMPANY 


\gene & Production Department 
100 Broadway, New York 5, N. Y. 


Alert agents have proved time and again that fe 


Serving Agents for over 70 Years 


AMERICAN SURETY 


COMPANY |; 


| ‘ the j f lailroad to PROFTI 


face 
tildress 


City State 


e*eeeeeeee#ee#eetke#ee® 
eeeeeeeereee3e#e#e 
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The Aetna Fieldman 
Ils a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna ficldmen long have worked in close cooperation with agents and brokers. 

Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen— which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 

Phe Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business, He is a good man to know. 














Meet R. A. Wieber—Wayne County Manager, Detroit, Meet E. C. Hill—State Agent, Louisville, Kentucky. 


Mich. Bob enjoys meeting people, and his warm personality 
has made him a valued friend and business adviser to 
scores of insurance agents in the Detroit area, His principal 
hobbies are photography and the use of a private pilot's 
license, though his interests also include golf hunting and 
active membership in the Elks, During World Wat Il Bob 
spent three years in the Navy, seeing action in the North 
Atlantic in anti-submarine warfare. He has been with the 
Actna for 29 year ind was appointed Wayne County 
Manaver in 1948 


Emerson prides himself on being a good handyman, and 
loves to show friends the brick patio he built at his home. 
His building instinct applies with equal force to the insur- 
ance business, and he gets a deep satisfaction out of helping 
agents solve tough problems He is a past President of the 
Kentucky Field Club and State Fire Prevention Association 
and currently is President of the Kentucky Casualty Mana- 
vers Association. Emerson is an ardent fisherman, collector 
and refinisher of antiques, and most ardent of all over his 


three fine grandchildren. 


ETNA INSURANCE GROUP 


THE WORLD FIRE AND MARI INSURANCE CQO 


AETNA INSURANCE COMPAD 
THE CENTURY INDEMNITY 


1ARTPORD, CONNECTICUT 


COMPANY . STANDARI NSURANCE CO. OF N. Y 
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important 
announcements 
from 


National Life of Vermont 


. Across the board reductions in Ordinary and G.P.L. 
premiums. 








. Minimum issue limit of $2000 on most plans. 








. New $15,000 minimum issue policy for business and 
professional situations. * 


National Life’s new Ordinary Life rates, and 
Graded Premium Life rates after the fifth year, 
are about 9% lower. 


National Life’s new $15,000 minimum issue 
policy is especially designed for business and 
professional markets. 


Premiums for this new policy are identical with 
Ordinary Life rates. Special features of the new 
plan a life paid up at 95 male contract (98 for 
females include high early cash values, female 
ratest three years below male rates, and a change 
of plan clause permitting changes at any time to 
a higher premium plan with premiums payable 





for at least five more years after the exchange 
date and stipulating the basis of such change 
The policy also guarantees use of settlement 
options for the benefit of corporations, key men 
and their beneficiaries 


The low premium rates, high early cash values 
and attractive dividend scale make the contract 
especially well adapted to business and profes- 
sional needs, and ideally suited for key man, 
partnership and split-dollar proposals 


National Life Insurance Company 


MONTPELIER VERMONT 


I A 


OF VERM 
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FREE KIT— SEVEN SALES AIDS 


A new kit on Social Security is now available 


to fire and casualty agents. It includes. . . 


1. A Social Security 
“slide guide”’, 


2. Approaches to dif- 
ferent types of pros- 


pects. 


3. 13 major sales 
points for turning 
Social Security inter 
est into insurance sales 


4. Simplified data on 
Social Security bene 
fits. 


5. Letter offering 
“slide guide” to secure 
inquiries, 


6. Attractive folder 
on value of sup- 
plementing Social Sec- 
urity with life insur- 
ance. 


7. Proposal form to 
illustrate to your client 
how to get the most 
out of Social Security. 








Most of your clients are covered by Social Security. 
They are interested in what they'll get and under what 
conditions. Yet most people don’t know what Social 


Security will do—or what it won’t do. 


A successful selling plan has been created around the 
simple, human fact that people want to know what 
they’re going to get, and under what conditions. It’s 
built around a “‘slide guide” that tells how much Social 
Security pays people of different incomes and in varying 
family situations. The plan shows you how to turn this 


interest in Social Security into life insurance sales. 


This plan and the information in Connecticut Mutual’s 
new Social Security kit can add important new income 


and profits for your office. Send for your FREE copy today. 


The Connecticut Niutual 


LIFE INSURANCE COMPANY : HARTFORD 


SOCIAL 
security 
att 


Tue Connecticut Mutua Lire InsurANcE COMPANY SP-10-6 
Hartrorp, CONNECTICUT 


I’m interested in more profits from selling life insurance so please send me 
your Social Security kit without cost or obligation. 


Na me 
Firm 
Addre 83 


City 


PLEASE PRINT 


eee ee ee ee ee | 


__State 
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It all helps you 





TO GET BUSINESS 


“AND KEEP ITI, 


The Employers’ Group Engineering 
Department offers a variety of service and 
public relations material that can be of 
great advantage to you. You have only to 
ask for the material this department makes 
available. It’s free of charge—a ‘‘give- 
away”’ for you. You cannot fail to get 
substantial benefit from it because it helps 
you to increase the value of your service 
to the industrial firms of the community 
where you operate. For example: 


BLASTER’S LOG 


An effective aid to accident prevention and 
an extremely practical and useful method 
of keeping important records. Highly 
valued by builders and contractors. 


INDUSTRIAL NOISE 


INDUSTRIAL 


MANUAL This study and guide to newas 


evaluation and control of noise can be of 
great assistance in the alleviation of an 
industrial malady that is becoming more 
and more acute each day. The subject is of 
major interest to all progressive companies. 


FOR MORE INFORMATION 





THE “AWARDS” Awards 
of merit for outstanding safety achieve- 
ment in plant opera- 
tion and auto fleet 
accident control. 
These awards are 
presented by you to 
winners in your 


community. 


call or write Engineering Department, The Employers’ Group Insurance Companies — or contact the nearest Employers’ Group resident manager. 


rue Employers Group 


INSURANCE (JQ) COMPANIES 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTO. + THE EMPLOYERS FIRE INSURANCE CO 
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AMERICAN EMPLOYERS INSURANCE CO + THE HALIFAX INSURANCE CO OF MASS 
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Want to be 3 
better known? } 


Cy: wn 


Oe ae 
Ja me moncnen sener 


“In the insurance business, people say it isn’t what you know, 
it's whom you know. 


“What ! say is... it's how folks know you that counts! 


“If they know you as an insurance agent, that's good. But if they 
regard you as their Protection Agent .. . that’s a lot better! 


“lL use the National's advertising to make myself better known 
in my town. The prestige of being Protection Agent pays off. 


“Want to do likewise? Ask your National of Hartford 
Field Man for free ads you can use!" $ 


wy 


NATIONAL of HARTFORD GROUP 
of Srsurance Compantes 


ioe Teithild me lat-Me v-loallsll tie ik'd Me @hail-) 2 Biel ledi-la- Me k= Pe Oto lalal Toadies s | 


NATIONAL FIRE INSURANCE COMPANY OF HARTFORD - TRANSCONTINENTAL INSURANCE COMPANY 


FIRE + MARINE + AUTOMOBILE + CASUALTY - BONDING 
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PRIDE IN 


Aa COMPLETE NE W LINE oO F 


PARTICIPATING 
LIFE INSURANCE PLANS 


rhe prestige of the oldest stock legal reserve life insurance company 


in the United States is now yours to help build your bu ine with 


popular, most wanted, participating life insurance policic 


you to examine this new, extensive series of participating 


We invite 


plans You will find them out tanding with regard to rate divi | 


dend 


cash values and settlement option 


For complete detail ee your United States Life general agent today 


UNITED STATES 


j 


LIFE INSURANCE COMPANY 
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spectator’s daily reports 


selected news items from industry and business of importance 





Washington Headlines by Ray Stroupe 


Salesmen who are employees and whose group term life and 
hospitalization insurance premiums are paid by their employers 
need not include premiums in gross taxable income, the Internal 
Revenue Service holds. If premiums are paid on group permanent 
life policies they are taxable, however. 


Congressmen studying traffic safety problems find areas which 
may be open for legislative action. New bills may require: the 
building-in of some auto safety features now offered as extras; 
national standards for safety belt strength; and federal control 
of traffic on new interstate highways. 


Voluntary health insurance should be encouraged by the gov- 
ernment in every effective manner, says Dr. L. T. Coggeshall, 
special assistant to U.S. Health Secretary Folsom. At present, he 
notes, health insurance is paying for hardly more than one-fifth 
of all private outlays for medical care. 


Interstate Commerce Commission intends to require each insur- 
ance and surety company providing coverage for motor carriers 
or freight forwarders to maintain policyholders’ surplus of at 
least $500,000. This minimum would apply to all stock and non- 
stock companies, organizations, and associations. 


Murray A. Baldwin, vice president, American Life and Casualty, 
Fargo, N. D., is appointed to the Agriculture Dept. Committee, 
U. S. Chamber of Commerce, for 1956-57. Also on the committee 
is R. I. Nowell, vice president, Equitable Life Assurance Society, 
New York. 


Gross revenues of all public social insurance systems at federal, 
state, and local levels amounted to $10.4 billion in the 12 months 
ended June 30, 1955, reports the U. S. Census Bureau. Revenues 
consisted of tax receipts plus investment earnings. The amount 
paid out during the year was $9 billion. 


Establishment of a major medical insurance plan for federal 
employees will be proposed to Congress again in 1957, U. S. Civil 
Service Commissioner G. M. Moore indicates. A bill to provide this 
coverage failed to be voted out by the House Civil Service Com- 
mittee during the 1956 session. 


Collection made by a firm on a fire insurance policy following 
destruction of a building by fire leads to a new tax ruling by the 
Internal Revenue Service. While an involuntary conversion of the 
property has occurred, says IRS, receipt of the proceeds is not a 
“sale” for gain or loss purposes. 
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August 9— Another auto safety 

device—crash helmets. Lat- 
est in a line of devices to protect 
the motorist from himself, these 
helmets have been described in 
the August 9 issue of England’s 
The Post Magazine & Insurance 
Monitor. Of particular value to 
motorcyclists, the helmets came 
up for debate recently in the 
House of Commons. 

Although the publication’s mo- 
tor correspondent favored com- 
pelling cyclists to wear crash hel- 
mets, he said that the feeling in 
the House was that requiring pro- 
tective clothing impinged on in- 
dividual freedom — and that the 
only person who'd suffer if the 
cyclist wore no helmet would be 
the cyclist. 


Court Orders 
Auto Ratings 


August 10—Rate filings for Illi- 
nois on private passenger 
auto liability insurance will go 
into effect by court order despite 
disapproval by the state’s Insur- 
ance Director. The filings, by the 
National Bureau of Casualty Un- 
derwriters including the seven- 
part classification plan, were re- 
jected by Director McCarthy back 
in March 1955 as “excessive and 
unfairly discriminatory.” After 
subsequent hearings, the Director 
entered another order in Decem- 
ber disapproving of the filings. 
NBCU asked the Circuit Court 
of Cook County to review the Di- 
rector’s rejection of the filing. 
Judge Harry M. Fisher’s decision 
today reversed and set aside the 
Insurance Director’s orders. 
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for insurance men 





August 16—The right of mutual 
insurance companies to insure 
public property in Arizona was 
upheld by an August 9 decision 
rendered by Judge C. P. Elmer, 
Superior Court of Maricopa 
County (Phoenix), in the case of 
Northwestern Mutual Insurance v. 
School District 14. It is expected 
that the decision will be appealed. 
Northwestern Mutual had _is- 
sued a five-year fire policy to the 
school district covering the dis- 
trict’s properties. The county 
school superintendent refused to 
pay the premium upon advice of 
the county attorney. Arizona’s at- 
torney general indicated he felt 
that public bodies may buy non- 
assessable mutual insurance poli- 
cies, but declined to issue an opin- 
ion. The case went to court in 
March of this year. 


August 22 — More than 40 per 

cent of insured American 
families know that they do not 
have enough life insurance one 
eighth of these feeling that they 
have “far too little’ — according 
to a nation-wide sample survey 
for Institute of Life Insurance. 
Of the 40 per cent, one-third said 
they “can’t afford enough” and 
only three per cent said they were 
“ineligible for more.” 


August 23—Higher insurance 
rates are inevitable if juries 

in liability cases continue to con- 
fuse life expectancy with income 
expectancy when determining 
damage awards, said Forrest S. 
Smith, general claims counsel for 
American Fidelity and Casualty. 
In a recent speech before the 
Federation of Insurance Counsel 
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by PAUL WOOTON 


Member, Chilton Editorial Board 


WASHINGTON TRENDS 


EARINGS before the plat- 

form committees of both 
the political parties indicated 
clearly that labor groups will 
be active in trying to reopen 
at the forthcoming session of 
Congress their gift and estate 
tax proposals. Outright na- 
tionalization of health insur- 
ance was urged in testimony be- 
fore the platform committees. 
The Republican convention, 
however, adopted only the fol- 
lowing: “We have encouraged 
a notable expansion and im- 
provement of voluntary health 
insurance and urge that rein- 
surance and pooling arrange- 
ments be authorized to speed 
this progress.” 

While neither platform advo- 
cated temporary disability bene- 
fits, labor organizations will 
urge additions to the perma- 


nent benefits already enacted. 

A new booklet, a sort of 
ABC’s of life insurance, is be- 
ing sent to all insurance ad- 
visers to the military. It is an 
adaptation for armed services 
personnel of the Handbook of 
Life Insurance. A number of 
the large insurance companies 
are participating in this pro- 
gram for the first time. 


The Treasury will have ready 
when Congress convenes an in 
surance company tax plan. 

The Treasury also is dissat- 
isfied with the premium pay- 
ment test. 

The American hospital adver 
tising case, at this writing, had 
not reached the hearing stage 
in court. The companies and 
trade associations concerned 


are busy preparing briefs. 








consideration is given 


convention, he explained the in- 
accuracies involved in figuring es- 
timated lifetime income as present 
salary extending until death. No 


factors 


as sickness, possibility of 


strike, or drop of earning power 
in older years, he pointed out 


August 27 — Fifteen states 
achieved the Award of Ex- 
cellence for the extent and qual 
ity of their driver education pro- 
grams during the 1955-56 school 
year, the board of judges for the 
9th annual National High School 
Continued on page 30 
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Daily Reports 


Continued from page 29 


Driver Kducation Award Pro 
yram have announced, 

tates are Arizona, Calfornia, 
Connecticut, Delaware, Illinois, 
Indiana, Kansas, Massachusetts, 
Michigan, Minnesota, New Jersey, 
New York, Ohio, Oklahoma and 


Vermont. 


Canada Raises 
. . . 
Deposit Limit 

August 29 — Canada has boosted 

the initial deposits required 

of foreign insurance companies, 

including U. S. firms, from $100, 

000 to $200,000, 


close of a recent session of Par 


Passed at the 


liament, the amendment to the 
Foreign Insurance Companies Act 
applies to both fire and life busi 
nesse 
Although 


ance is considered a provincial 


regulation of insut 


and not a federal matter, Canada’s 


Federal Insurance Department 
has the power to require that com 
panies be licensed before they op 
erate and to set conditions that 
must be met before a license will 
be granted. In practice, the Fed 
eral Department determines the 
solvency of firms it licenses and 
the provincial departments regu 
late terms and conditions of con 


tracts issued by the companie 


August 29—A “National Radiation 

Compensation System” to pay 
benefits to individuals injured by 
exposure to radiation in private 
industry was suggested by Bige 
low Boysen, director of the Atomic 
Law Institute, in a speech in Co 
lumbus, Ohio. 

The “cumulative” effects of ra 
diation exposure and the problem 
of proving an employer negligent 
in his control of radiation sources 
would make it advisable, Mr 
Boysen said, to attach some slid 
ing seale of dollar values to the 
levels of radiation received and 
vdminister payments as in our 
present workmen’s compensation 


system 


Groups Act on 
Rising Auto Accidents 


August 30 — Strong measures to 

halt the nation’s headlong 
rush toward an all-time high in 
traffic accidents has been urged 
by the National 
Uniform Traffic Laws and Ordi- 


Committee on 
nances. The organization is call- 
ing on U. §S. state legislatures to 


establish maximum speed limits 


and “mean” them. Give law en- 
forcement officers more sweeping 
on-the-spot arrest powers, says 
the committee. 

This is not the only group that 
has reacted to the accident toll. 
Confer- 


The annual Governors’ 


ence adopted a resolution at a 
recent meeting asking for (1) a 


uniform set of motor vehicle laws 





Hartford A & | Writes "Major" Contract 


LARGEST FAMILY yet covered under Hartford Accident and Indemnity's major medical 
expense policy is that of Mr. and Mrs. Samuel J. Mallen, shown above with their eleven 


children 
family group with three children 
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Policy premium rate for family does not increase beyond level of charge for 


for the 48 states, (2) uniform en- 
forcement of motor vehicle laws, 
(3) nation-wide cooperation in up- 
holding motor vehicle penalties 
and convictions of other states 
and (4) development of state and 
community safety education pro 
grams. 

Murray D. Lincoln, president of 
Nationwide Insurance, predicted 
the automobile insurance indus 
try will be in for rough going 1 
current accident trends prevail. 
He reported Nationwide Mutual’s 
policyholder accident frequency 
and claims payments both at a 


record high. 


York’s Em- 


Fund Law 


September 1 New 
ployee Welfare 
went into effect requiring welfare 
plans maintained by employers 
and labor organizations to regis 
ter with the state’s Insurance De 
partment. The funds must file an 
nual statements on March 1, 1957, 
detailing their financial condition 
in a manner prescribed by the 
Superintendent of Insurance. 

To enforce the law, Superinten 
dent Leffert Holz has created a 
Welfare Fund Bureau headed by 
Murray Isaacs as director, Benja 
min L. Tenzer as counsel, and 
James J. Higgins as chief of the 
examination section 


W. Va. Approves 
Variable Annuities 


September 4— West 
moved in as the first state to 


Virginia 


announce permission for the sale 


of variable annuities, although 


the District of Columbia’s insur- 
ance department opened the way 
more than a year ago by licensing 
a variable annuity company. 
West Virginia’s 
missioner Thomas J. 


Insurance Com 
Gillooly an- 
nounced the approval by a letter 
to Variable Annuity Life of 
Washington, D. C., in which he 
said, “Members of this 
ment are convinced that, properly 


dep irt- 


sold, variable annuities have a 
place in the insurance business 
world.” 

No change in the state’s law 
variable 


is necessary to permit 


annuity sales, Gillooly indicated. 
He did specify 
trolling such sales and required 


regulations con 
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A CENTER OF ATTRACTION at Canadian 
National Exhibition in Toronto last month 
was Markel Safety Camera, currently in use 
by Toronto City Police. Cut-a-way of an 
auto's front seat equipped with the cam 
era got hard wear. Many of the more than 
two million persons attending the exhibition 
tried their hands at operating the model 


eparate tests to be completed 


by each agent desiring to sell 
these 


variable benefits based on market 


contracts which guarantee 


value of funds invested in com 
mon stocks. 
September 4—A plank on highway 

included in a 
platform for the 


safety was 
political party 
first time when the Republican 
convention approved the following 
words: “We pledge closer coopera- 
tion with state, local and private 
agencies to reduce the ghastly toll 
of fatalities on the nation’s high 
ways.” Adoption of the plank was 
stimulated by proposals sent to 
Bush (Conn. 
chairman of the platform commit- 
tee, and Senator Everett M. Dirk- 
sen (Ill.), a sub-committee chair- 


Senator Prescott 


man, by James S. Kemper, chair- 


man of the Kemper Insurance 


yroup 


September 7—Dr. Clyde M. Kahler 

has been appointed to the five 
man Board of Directors of the 
lederal Crop Insurance Corpora 
tion. Dr. Kahler is professor of 
insurance and chairman of the 
Department of the 
Wharton School of 


Commerce at the University of 


Insurance 


Finance and 


Pennsylvania. 
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September 9—Polio cases dropped 


15 per cent, comparing the 


eight months of this yea 
with the same period last ye: 
reports Metropolitan Life 
However, the disease now claims 
more ef its victims among older 
children and adults up to age 50 
than it did formerly, according t: 


the mortality experience of the in 


surance company’s industrial pol 


icyholders. 


September 12 Freuhauf Trail- 

er Finance Company now 
provides life insurance for the 
balance owing on a Freuhauf pur 
chase contract up to a maximum 
if $30,000 


Continued on page 32 





Canada: Private Carriers Study Nat'l A & H Plans 


ITH more and more Canadians 
against sickness costs, government 


needed, say life insurance officers 


voluntarily insuring themselves 


hospital schemes are not 


Canada 


When a Parliamentary Committee recommended a national health in 


surance plan some 14 years ago, 


had the support of many organiza 


tions, including the Canadian Life Insurance Officers Association How 


ever, when agreement among the 
with hospital insurance plans of their own and 


provinces went ahead 
private agencies commenced t 
and sickness insurance 


Today more than 6! 


to pres 


provinces was not obtained some 


the sale of hospital and accident 


million Canadians are insured, compared with 


fewer than one million when the national health plan was first pro 


posed. In Ontario 3%; million 
such insurance with private 


this type of protection 


Last year the Ontario government 


agencies 


or 70 per cent of the people—now carry 


In 1942 fewer than 500,000 had 


re-opened discussion of health in 


surance on a national basis and this year the federal government offered 


a plan for financial assistance to provincial hospital insurance plans if 


41x Or more provinces 


prepared to act. The proposed 


representing 


a majority of the population were 


would provide insurance at the 


standard ward level, without limit on the number of days of hospitaliza 


tion 


Reduces Protection 


It has been suggested that because the governments’ proposals are for 


minimum or basic cover, the role of the private agencies should be to 


supplement this by providing semi-private and private hospital accom 


modation and other benefits 


Kxperience has shown, however, 
mentary cover. Government plans now operating in 
and Saskatchewan provide standard 
upplementary coverage with private 


only 39,000 persons have bought 


agencies and in Saskatchewan only 


that people do not buy such supple 


sritish Columbia 


ward care. In British Columbia 


17,000. The insurance companie 


therefore, maintain that if the proposed plan is implemented a large 


proportion of the population will not have as 
in addition to semi-private hospital expense 


now enjoy. Many policies 


insure against surgical and medical 


to accident or illness 


The companies contend that, since 
a large proportion of the population, the government should 


ment and not supplant the insurance the 


broad protection as they 


penses and loss of income due 


ex 
=3 


rivate agencies are now erving 
La 
t upple 


companies are providing. They 


believe that government action should be directed toward the small area 


of need which insurance 


uninsurable, the indigent, and the 


This should prove to be much less 


] 


A strong actuarial sub-committee 


Officers Association is 


the present government proposal 


companies 


smal] group 


cannot meet, such as the aged, the 


vith marginal income 


} 


itly than a universal plan 


of the Canadian Life Insurance 


endeavoring to develop an acceptable alternative 


Lillian Millar 





Daily Reports 
Continued from page 31 
As company president, E. J. 
McGrath, explains, no medical ex- 
amination is required. In the 
event of the insured’s death, the 
contract is paid in full up to $30,- 
000 thereby eliminating any 
amount owing on the contract 
that might liability 
against the purchaser’s estate. As 
life insurance, the money used to 


become a 


pay the contract in full is not sub- 
ject to income taxes. 

The plan permits purchasers to 
obtain life insurance protection 
at a price far below what life in- 
surance would cost to an individ- 
ual buyer. 


Ike Backs Fire 
Prevention Effort 


FIRE PREVENTION WEEK + OCTOBER 7-13 


This year's Poster 


Fire Prevention Week, an annual 

observance sponsored by the 
stock fire business, has been set 
for October 7 to 13. In his proc- 
President Eisenhower 
participation — in 


lamation 
urged these 
words: “I call upon our people 
to join in effective programs to 
promote safety in the control of 
fire; and I urge State and local 
American Na- 
tional Red Cross, the Chamber of 
Commerce of the United States, 


governments, the 


and business, labor, and farm or- 
ganizations as well as. schools, 
civic groups, and public-informa- 
tion agencies to share actively in 
observing Fire Prevention Week.” 
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Milestones 











“Life Association News,” Na- 
tional Association of Life Under- 
writers’ official monthly magazine, 
marked 50 years of continuous 
service to the life insurance in- 
dustry in September. LAN has 
monthly circulation averaging 61,- 
000. Marvin A. Kobel, NALU pub- 
lications director, heads the staff. 

Connecticut Mutual Life ob- 
110th anniversary in 
July with a _ record’ breaking 
month, both in lives submitted 
and volume written, announces 
Charles J. Zimmerman, newly 
elected company president. 


served its 


Miss M. B. “Minnie” Burroughs 
has retired after 55 years of ser- 
vice with American Surety Com- 
pany. She was superintendent of 
the bond department of the com- 
pany’s Pittsburgh branch and one 
of the organizers of Insurance 
Women of Pittsburgh. 

Magnus E. Peterson, resident 
vice president in Chicago for the 
Springfield Companies, celebrated 
his 50th with the 
group on September 11. He joined 
Springfield in 1906 as a member 
of the improved risk department 
in Chicago. 

T. Y. Ramsdell, comptroller of 
Factory 


anniversary 


Insurance Association, 
completed 50 years with the com- 
pany on August 15. He started 
as an office boy in 1906. 

John A. Zeitler, in charge of 
America Fore’s mechanical oper- 
ations of home office printing de- 
partment, celebrated completion 
of 50 years with the firm on Au- 
gust 27. 

Occidental Life of California 
concluded its 50th year in busi- 
ness recently with $6.4 billion in 
force and more than $540 million 
in assets, according to President 
Horace W. 


srower. 


September 13 — Insurance Com- 

pany of North America plans 
to re-enter the life insurance field 
after an absence of 139 years. 
The firm has filed application 
with the Pennsylvania Insurance 


Department to incorporate Life 
Insurance Company of North 
America, a new life company. 

The firm will have an initial 
capital of $1 million, surplus of 
$5 million and $1 million set aside 
for general contingencies. In ad- 
dition to life insurance the com- 
pany will offer accident and 
health insurance and grant annu- 
ities. 


September 13—Savings bank life 

insurance now has $300 mil- 
lion in force in New York State, 
reports Fred G. Kracke, president 
of Savings Bank Life Insurance 
Council. 

This coverage, sold only by mu- 
tual savings banks in New York, 
Connecticut, and Massachusetts, 
now has 198,500 policyholders in 
New York through 75 of the state’s 
banks. 


September 19 — Designs of an 

unusual safety automobile 
visualize a car with dash board 
minus steering wheel and individ- 
ual “bucket” place of 
“bench-type” units. 

The “crash-proof” vehicle will 
be operated by a_ system of 
levers; a chest pad and_ body- 
restraining U-shaped webbing 
yoke beneath it will protect the 
driver. Five other seats are 
equipped with similar pads and 
webbing yokes, fitted with air- 
craft-type seat belts, and located 
facing front and rear alternately. 

A joint project of Cornell Aero- 
natical Laboratory and _ Liberty 
Mutual Insurance, the protoype 
to be completed next August is 
designed as an incentive for auto 
manufacturers to adopt all or 
some of the safety features of the 
experimental model. 


seats in 


Under 18 Population 
Increases by a Third 
September 26 — Children under 


18 in the United States in- 
creased in number by more than 
a third during the ten years fol- 
lowing World War II to reach a 
record total of 55°25 million, a 
gain of more than 14 million over 
the 1945 figure, according to Met- 
ropolitan Life. 

“The situation 


reflects essen- 
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tially a new outlook toward fam- 
ily life by our young people — 
the proportion married is at an 
all-time high, and they are marry- 
ing and starting their families 
earlier,” say the statisticians. 
The postwar upsurge in the 
number of children is 
trated very largely at ages under 
10 years, a study of Bureau of the 
Census data shows, with the 
number at ages under 5 increas- 
ing by 41 per cent and at ages 
5-9 by 58 per cent. In contrast, the 
increase at ages 10-14 was only 24 
per cent, while at ages 15-17 there 
was actually a small decrease. 


concen- 


NBBB Lists Refunds 
In Auto Misclassifications 
September 26 — “Comparatively 
few insurance companies” 
were involved in misclassification 
of auto insurance policies reports 
the National Better Business Bu- 
reau in a bulletin titled “Collision 
Insurance Overcharges Total Mil- 


lions.’ 

The overcharges, principally on 
financed automobiles, resulted 
from failure to obtain rating in- 
formation from persons purchas- 
ing cars on time-payment con- 
tracts. When the rating data was 
not available, the carrier wrote 
the policy at the higher rate, caus- 
ing overcharges which some State 
Insurance Examiners have esti- 
mated might exceed $25 million. 

The Texas Board of Insurance 
Commissioners made the first in- 
vestigation of misclassifications in 
1954. NBBB’s Bulletin reports at 
least $189,000 has so far been re- 
turned to individual policyholders. 

The National Association of In- 
surance Commissioners passed a 
resolution in December 1955 rec- 
ommending that other states make 
similar investigations. In a par- 
tial list of funds returned to pol- 
icyholders in other states the 
NBBB’s Bulletin showed $125,000 
in Massachusetts, $36,977 from 
three Oklahoma, 
$36,000 from one company in Ar 
kansas, $300,000 in Connecticut, 
and $165,627 by five companies in 
New Jersey. 


companies in 
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NAIA Selects New Agents’ Emblem 


September 19—Robert E. Battles 

was elected 1956-57 president 
of the National Association of In- 
surance Agents at the NAIA’s an- 
nual convention. Meeting in New 
York City, the 
awarded a public relations prize 


delegates also 


and asked for more wide-spread 
use of Uninsured Motorist Cover- 
age. 

The new president is insurance 
department manager of R. A 
Rowan and Co., Los Angeles, Calif. 
Louie E. Woodbury, Jr., secretary 
of the Wilmington, N. C., 
ance Exchange, was elected vice 


Insur- 


president and chairman of execu- 
tive committee. 

Winner of the first prize of 
$1,000 in NAIA’s contest for a 
“best 


designation 


seal, symbol, insignia or 
for the indepen- 
dent local agent” was W. Stanley 
Palo Alto, Calif. His 


Pearce of 





YOUR 


[nsurance 


ndependent 
AGENT 


“staves; you /fiast” 











entry (shown here) won out of 
more than 1,000 submitted 
Among the resolutions passed 
were ones calling more companies 
to make available uninsured mo 
torists coverage; another urging 
that steps be taken to stop solici 
tation of group fire insurance 
where there is no common owner 
ship, and a third urging a study 
of underwriting and loss records 
by member companies to develop 
improved methods of rating dwell 


Ings. 





September 28 Four hundred 

twenty-six CLU candidates 
received the CLU designation at 
the 29th annual conferment din- 
ner and American 
College of Life Underwriters on 


exercises of 


September 26. Included were 399 


Secretary and Successor 


OFFICERS—OLD AND NEW —were hon 
ored recently by the American Insurance 
Association at a luncheon in New York 
James D. Erskine (right), retiring secretary 
celebrated his 25th anniversary with the 
Association. Election of John F. Neville 
(left), associate secretary, to secretary 
was announced. 


who completed the last of their 
five exams in June and 27 who 
completed exams in previous 
years and met experience require 
ments since last conferment. Dur 
ing 29 years, 6,000 have received 
CLU and 179 CLU Associate. 


Meistrell Heads 
Federal Flood Program 


September 28 — Frank J. Meis 

trell was appointed the first 
commissioner for the $5 billion 
federal flood insurance program 
administrator of the 
Housing and Home _ Finance 
Agency, Mr. Meistrell has 
meeting with 


As deputy 


been 
insurance leaders 
to organize the Flood Indemnity 
Administration, which he now 
heads 

It is still too early to say when 
flood 


on the market 


insurance policies will be 
They will, how 
through fir 


insurance com 


ever, be available 
and casualty 
panie Policy limits will be $10 
000 on any dwelling and $250,000 
for any person. 

Rates 


probable 


will be estimated to cove 


losses for a period of 


Continued on page 34 








Company News Corner 


\merican National Fire, a mem- 


ber of the Great American 


Group, has been elected to mem 


bership in the Surety Associa- 


tion of America. 


Insurance Com- 
York has 


and 


Life 


pany of Ne 


American 
been or 
yanized as a new wholly 


owned subsidiary of American 
Surety Company. Recently chat 
the New York 


ance department, the firm 


tered by Insur 
will 
round out the Group’s multiple 
facilities. Initial 


$2 million 


line capital 


and irplu 


Automobile Owners Association 


Insurance Company was re 
incorporated in Kansa 
Mo., 
do a life and accident 
bu 


OOO 


cently 
City, vith authorization to 
Insurance 


ine and to issue up to 10,- 


hare of $10 par value 


tock 


Life 


capital 


Bankers National has 


changed .par value of 
from $10 to $2 each, not 
stated in the Sep 


SPECTATOR, 


shares 
to $12 each a 
ue of THE 


Four additional shares for each 


tember 


share outstanding were distrib- 
uted to stockholders of 
July 20 


record 


creation of 


has announced 
Office Services 
Edward S§S. 
Mr. 


ssistant in 


Berkshire 
an 
Saw 


Division with 


ver as manager. 
staff a 


and 


the 


secretary’s 


has been 


vice president 


office 


Sawyer 


‘alifornia Life has been licensed 


‘arolina 


Consolidated 


G 


to write all forms of life, acci- 
dent and health and group in- 
surance in Oregon, Washington, 
Missouri and Pennsylvania. 


Life 


licensed to do business in West 


Home has been 
A subsidiary of Caro- 
the firm 
North 


Virginia. 


lina Casualty, also 


writes in Florida, Caro- 


lina and Alabama. 


Mutual Insurance 
Company, Brooklyn, N. Y., has 
been authorized to do business 


in Pennsylvania. 


xcelsior Insurance will offer 25, 
000 shares of new common stock 
at $10 a share to stockholders 
of record Oct. 10 from Oct. 15 
to Nov. 15. Effect will be to in- 
company from 
$1,050,000 to $1,200,000 and add 
Par 


share 


crease capital 


$100,000 to surplus. value 
of stock is $6 a 


eneral Reinsurance Corp. has ex- 
its 
ment into a multiple-line opera- 


panded facultative depart- 
tion, covering casualty, fire and 
The 
panded department will be su- 
Frey, Jr., 
Walter J. 
immediate 


inland marine lines. eX- 


pervised by Brice A. 
vice president, with 
Hildenbrand in 

and inland ma 


charge of fire 


rine operations. 


Maine Fidelity Life has been li- 


censed in Alabama, Arizona, 


Continued on page 81 


DIVIDENDS 


Amount per 


Company 
Quarterly: 
American Surety Company 
Anchor Casualty 
Excelsior Insurance 
Glens Falis Insurance 
Home Fire and Marine 


Semi-Annual: 
Civil Service Employees 
Cosmopolitan Life 


Other: 
American Re-Insurance 
Anchor Casualty 


National Fire of Hartford 
National Union Fire 
Standard Accident 


Shar 


$.22! 
25 
.10 
.50 
.40 


55 
.20 


.25 


e Payable Record Date 
ty Oct. 1 
Sept. 15 
Sept. 25 
Oct. 1 
Sept. 14 


Sept. 7 
Sept. 10 
Sept. 10 
Sept. 14 
Sept. 10 


Sept. 10 
Sept. 4 


Aug. 31 
Aug. 25 


Sept. 15 Sept. 5 


Sept. 15 Sept. 15 
on cumulative convertible 
pref. stock 


Oct. 1 Sept. 17 
Sept. 26 Sept. 5 
Sept. 5 Aug. 24 


Daily Reports 


Continued from page 33 


years. Then, as authorized by the 
new law, the Government will pay 
up to 40 per cent of the basic rate 
while 


paid as pre- 


and administration costs 
the 


mium by the insured. 


balance will be 


And in the Future 


Oct. 7-10—Association of Casualty and 
Surety Companies, 41st annual joint meet 
ing of casualty and surety agents and 
executives, Greenbrier, White Sulphur 
Springs, W. Va 

Oct. 7-13—Fire Prevention Week, through- 
out U, S. 

Oct. 8-9—Conference of Actuaries in Pub- 
lic Practice, annual meeting, Morrison 
Hotel, Chicago, Ill. 

Oct. 8-12—American Life Convention, 51st 
annual meeting, Edgewater Beach Hotel, 
Chicago, III 

Oct. ||—American Society of Insurance 
Management, Chicago chapter, one-day 
seminar, Conrad Hilton Hotel, Chicago, 
Ul. 

Oct Association of Mu 

60th annual 

Cin 


14-17—-National 
tual Insurance Companies, 
convention, Sheraton-Gibson Hotel, 
cinnati, Ohio. 

Oct. 20-2|—National Association of Insur 
ance Women, mid-year board meeting, 
Mayo Hotel, Tulsa, Okla 

Oct. 22-24—National Association of Mu 
tual Insurance Agents, 25th anniversary 
meeting, Shoreham Hotel, Washington 
BD. C. 

Oct. 22-26—National Safety Congress and 
Exposition, 44th annual session, at Conrad 
Hilton, Congress, Morrison and LaSalle 
Hotels, Chicago, III 

Oct. 25-26—LIAMA Schools in Agency 
Management, |8th annual meeting of 
Atlantic Alumni Association, Berkeley- 
Carteret, Asbury Park, N. J. 

Oct. 29-31—National Association of Inde- 
pendent Insurers, annual convention 
Commodore Hotel, New York, N. Y. 

Nov. 6-7—Independent Casualty Insurers, 
Claim Managers Council meeting, Edge 
water Beach Hotel, Chicago, Ill. 

Nov. [1-15—LIAMA, 39th annual meeting 
Edgewater Beach Hotel, Chicago, Ill. 
Nov. 12-13—Health Insurance Association 
of America, first annual forum on indi 
vidual health insurance, at Dallas, Texas 
Nov. 12-17—Sixth Hemispheric Insurance 
Conference, sponsored by U. S. Cham 
ber of Commerce, at Buenos Aires, Ar- 

aentina 

Nov. 14-14—American Management Asso 
ciation, fall insurance conference, Palmer 
House, Chicago, Ill 

Nov. 16-17—Casualty Actuarial Society 
annual meeting, at New York, N. Y. 

Dec. 3-7—National Association of Insur- 
ance Commissioners, regular meeting 
Dilido Hotel, Miami Beach, Fla. 

Dec. 10-!1—Association of Life Insurance 
Counsel, winter meeting, Waldorf-Astoria 
Hotel, New York, N. Y 

Dec. |!!—Institute of Life 
nual meeting, Waldorf-Astoria 
New York, N. Y 

Dec. 12-13—LIAA 
dorf-Astoria Hotel 


Insurance, an 


Hotel 


annual meeting, Wal- 
New York, N. Y. 
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Analyzing Life Underwriting Practices 


HE SPECTATOR, in this issue, presents a series 
gp tables designed to disclose the current 
underwriting practices and procedures of lead- 
ing life insurance companies, as well as their 
customs in dealing with the non-forfeiture pro- 
visions in the several policies. The tables en- 
able a quick and easy appreciation of the bene- 
fits each of the 120 companies listed, grant in 
conformity with their policy contracts, and in 
relation to their premium rates. 

In considering first the directives to com- 
panies contained in state laws, then the fact 
that all companies operate under the same mor- 
tality and interest rates and influence and 
finally the common devotion of the companies 
to economy and efficiency in management, it is 
surprising not that there is so much uniformity 
but that there is such a variation in these pro- 
visions and permissions. 

In the tables shown on pages 85-90, Table I 
deals more with the fundamental or generic 
practices in vogue. It establishes first the con- 
ditions under which standard policies are 
written and then discloses company attitudes 
toward non-medical and substandard under- 
writing. 

Table II proceeds to the specific and analyzes 
special types of coverages accepted. Table III 
notes variations by the companies in granting 
non-forfeiture provisions in policies. Both in 
the home office and in the field, knowledge of 
how contemporaries handle underwriting 
through their policy contracts is essential, if 


1956 


progress is to be made and competition coun- 
tered. 

Table I then, deals first with the ages ac- 
cepted under standard contracts for both adults 
and juvenile. For the latter group it shows 
the age when graded death benefits are needed. 

Age limits for acceptance of adult lives, for 
instance, are not identical for all companies as 
superficial thinking might indicate, but on the 
contrary vary considerably. Most numerous of 
the companies write insurance during the ages 
from 10 to 65. Some, however, begin writing 
adult policies at age 0 while others write an 
applicant no younger than 16 years of age 
Some companies do not write insurance on 
people over 60 while there is a growing num 
ber of companies which accept insurance at as 
high an age as 70. With few exceptions the 
companies all write juvenile insurance and with 
a graded death benefit. 

Not long ago it was the exception for a com 
pany to write non-medical. Now almost without 
exception companies accept this business. Most 
companies accept applications from age 0 to 
age 40. Some do not do so until the attained 
age is 15. Many go as high as 45; although 
some do not accept non-medical insurance be 
yond age 35, and a few go up to 49 years. The 
usual limit of coverage is $10,000 although 
ome few companies accept applications as high 
as $15,000. Most companies remove occupa 
tional rating as well as substandard physical 

Continued on page 84 
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3924 — 


Insurances Educational Center 


The address 3924 Walnut in Philadelphia means headquarters for 
CLU's, CPCU's, IIA’s and other organizations which lead the way 
in professional education for insurance leaders today. 


ee education and look to 3924 Walnut Street in 
the concept of the well trained Philadelphia, Pa., as its “home 


professional insurance man — can address.” 


Plaques list the insurance organizations headquartered in 3924 as Miss Agnes Zellers starts 
through the front door to her multiple-line post as receptionist for CLU and CPCU groups, 


AMERICAN 80011 
SERRE APE WY ew 


| SOCIETY oF CHAS 
PROPERTY ANd CASI 
UNDERWRI 


From here are issued the pro- 
fessional degrees, CLU and CPCU, 
and the IIA certificates. Here are 
headquartered the _ professional 
organizations to which the degree- 
holders may belong. If insurance 
professional education has a 
“hub” this is it. 

From Walnut Street, the build- 
ing at 3924 looks like the modest 
mansion it once was. Supported by 
gifts from insurance companies, 
the interior has been divided into 
numerous offices and enlarged by 
the addition of a two-story office 
section in the rear. 

In keeping with the multiple-line 
trend, 3924 covers all types of in- 
surance education. In the life field 
are the American College of Life 
Underwriters and the American 
Society of Chartered Life Under- 
writers. For fire and casualty, 
here are the American Institute 
of Property and Liability Under- 
writers, the Insurance Institute of 
America, and the Society of Char- 
tered Property and Casualty Un- 
derwriters. 

Pictured on the next page are 
some of the inhabitants of 3924 
who direct the far-flung activities 
which reach out across the nation 
and around the insurance world 
from this pleasant, quiet house on 
Walnut Street. 


The pictures on these two pages were taken 
by Howard Shaw, director of public rela- 
tions for the American College of Life 
Underwriters. 
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(Above) 3924 as it looks to the passer-by on 
Walnut Street. To the right of the main build- 
ing is the two-story section added a few years 
ago to give additional working space. 


THE PEOPLE IN 3924. (Top, right) More than 
50 years ago Dr. S. S. Huebner began teaching 
the first collegiate course in insurance at the 
University of Pennsylvania, just a few city 
blocks from 3924. He has retired now from 
active teaching, but from his office here as 
President Emeritus of the American College 
of Life Underwriters Dr. Huebner leads an 
even more active life with speaking engage- 
ments in all parts of the country. 

(Center, right) Dr. Davis W. Gregg, president 
of the American College, points to a mass of 
figures which help to make up the grades for 
a CLU examination. Watching him are (center) 
Dean Herbert C. Graebner of the American 
College, and (right) Leroy G. Steinbeck, man- 
aging director of the American Society of 
Chartered Life Underwriters 

(Bottom, right) Pointing to the graph of CPCU 
progress is Dr. Harry J. Loman, who heads 
both CPCU and IIA work as dean of the 
American Institute of Property and Liabilitv 
Underwriters and executive vice president of 
the Insurance Institute of America. With him 
are Assistant Deans Robert M. Morse (center) 
who also serves as head of the Society of 
Chartered Property and Casualty Underwriters 
and Dr. Edwin S. Overman (right). 


(Below) As the center for professional examina- 
tions in insurance, 3924 receives annually the 
thousands of papers written by candidates in 
examination centers in all parts of the country. 
Pictured here is the arrival of a few of the 
papers, preparatory to the intensive grading 
sessions which keep the building busy during 
the summer. 
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Job Opportunities —With © 


Willi the high speed, data processing systems cause insurance people 
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"Come on in, | have a new job for you.’ 
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By GEORGE BOYD 
Manager, Insurance Department 
Remington Rand Division of 
Sperry Rand Co. 


UCH has been said on the 


technical and mechanical prob- 
lems of management in changing 
over from standard paper work 
record keeping procedures’ to 
large-scale electronic data proc- 


essing systems, but less emphasis 


38 


has been given to the connected 
problems of personnel dislocation 
and office morale. 

There is much practical evi- 
dence to show that wherever the 
electronic systems have been in- 
troduced, they have been found to 


be economically sound from a me- 
chanical point of view. In the in- 
surance field, for instance, they 
are proving themselves capable of 
handling the many highly repeti- 
tive tasks such as premium bill- 
ing, premium accounting, dividend 
accounting, agency commission ac- 
counting, valuation, and numer- 
ous other procedures. 

But what of the employees whose 
tasks are eliminated by the new, 
mechanical proced- 
Do people fear the loss of 
Do they resent this 
step in progress? Does the morale 
of the staff suffer generally? 


economical, 
ures? 


their jobs? 


The answer to these questions is 
a resounding negative when com- 
panies installing the new systems 
take a strong initiative to let the 
people know the facts about office 
automation—in advance. 

What are the actual facts? 

1. No employee need fear the 
loss of his job or a reduction in 
salary. 

2. Many qualified employees can 
increase their earnings by as much 
as 50 per cent within a year. 


» 


3. Repetitive work is largely 
eliminated. 

4. Morale soars. 

This is what electronics in the 
office means on the human level, 
but in order to achieve these sat- 
isfactory results, planning — and 
careful planning—is essential. 

Long before the delivery of the 
new equipment, every employee in 
the company should be let in on 
the plans. The people generally 
react favorably to plans for im- 
provements by a company so long 
as they know that their own fu- 


tures are secure. 
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~ Electronics 


to lose their jobs? Mr. Boyd says, 'Resoundingly no." 


told that 
primarily 


The people should be 
eliminated 
into the 


jobs to be 
will fall 

highly repetitive class of clerical 
tasks. Each employee will be given 
a chance to qualify for the up- 


monotonous, 


graded jobs which are to be cre- 
ated by the new equipment. Those 
who do not qualify for upgrading 
will be relocated in a department 
needed. 


where replacements are 


Some insurance companies in- 
stalling the large Univac systems 
have taken pains to inform their 
employees through company house 
organs at every stage of the plan- 
ning. Educational 

electronics has been 
One company organized a series of 


material on 
distributed. 


lecture courses available to those 
half the staff 
attended some _ ten 
mostly on their 


interested. Over 
voluntarily 
hours of lectures, 


own time, 


Tell Employees 


The employees should have a 
pretty clear idea of what is going 
on by the time the equipment be- 
gins to arrive. To re-emphasize 
management’s good 
one company invited its 
staff to watch the unloading oper- 
ations of the 


After the system was 


intentions, 
entire 
massive Univac 
equipment. 
employees were 
tours of the 


records 


operable, the 
taken on conducted 
electronic 
tion. Their families 
were later invited to view the in- 


entire opera- 


and friends 
stallation. 

It is a good idea to let the local 
press in on the plans of the com- 
Newspa- 


pany at an early stage 


per accounts of progress is of gen- 
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eral ‘ws interest, and helps put 
publie’s 


think- 
well-being of its em 


acros the idea in the 
that 


ing of the 


mind management 1s 


instituting the most 


office 


ployees by 
advanced procedure ys 
tem. 

In addition to laying the ground 
work for 


of the changes that 


enthusiastic acceptance 
are to be in 
concrete should 
be taken to 


operate the new equip- 


troduced steps 


select qualified em 
ployees to 
ment. 


Programming and data conve! 


sion work—the two areas where 


human brain power is essential 


for setting the machines up to per- 
form properly represent oppor 
tunities for upgrading of qualified 
employees 

One insurance company ar 
ranged Rand to 


train a group of ten programmers 


with Remington 


over a period of six weeks long 


before the equipment was even 


delivered. The ten’ employees were 


selected on the basis of a simple 


power test in elementary mathe 


matics and logic Another group 


of ten employees was trained b 
the first group of experienced pro 
grammers. By the time the Univac 
qualified 


Out 


equipment arrived, a 


staff of programmers existed 


of 30 trained employee eight 
were women 
It is adv 


instituting 


data 


isable for any compan 


large scale electroni 


; 


processing system o rede 


sign its salary 


administration pol 
icy in order to hold the 
The fact 
has invested quite a bit in equip 
ping 
kills will not guarantee that the, 


individual that a firm 


men and women with new 


iperior 


They 
stitute a new professional group 
program 
as more and more com 


wil tay indefinitely. con 


today 


the experienced 
met and 
panies change over to electronic 
office 


much in demand. 


procedures they will be 


Salary Revisions 


One insurance company reports 


alary revisions for 


the following 
programme}! In less than a yea! 
and a half the salaries of the men 


umped 40 per cent higher than 
ust prior to the time of transfer 
they 


ceived a normal increase of about 


Ordinarily would have re 
12 per cent in the same period of 
time 


The 


ferred to 


women who were trans 
this kind of 


ceived salary increases amounting 


work re 
more than before 
With one 
transferred from 
ower level jobs If they 
had not their 


normal increases would have aver 


to 5O per cent 
thei 


/ 


Lion 


transfe) 
they 


excep 
were 
than men 
been transferred, 
aged around 12 per cent 
Many 
not qualify 
data 


where from 150 to 170 job stations 


employees, of course, do 
for programming and 
and any 


conversion work, 


may be eliminated. Generally the 


stations to be 
divided 


people in the job 
eliminated can be into 
three main classes 


Continued on page 56 
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Where Does Mr. Agent Stand? - 


T’LL let me get out of the 
office so that I can sell,” was one 
agent’s reaction to the “CI” Plan, 
being introduced now by Con- 
necticut Indemnity of the Security 
Connecticut group. The Plan—a 
six-month policy for private pas- 
senger cars, continued upon pay- 
ment of renewal and bills made 


up in the home office—-presents the 


“ 


new Bureau “Family Auto” policy 
which went into effect on Septem 
ber 1. 
You’ve heard about similar 
plans for auto insurance, because 
there are at least ten others on 
the market now. But we wanted 
to hear how such a plan is “sold” 
to a group of independent agents. 
That’s where we think the turn 
ing point is on these plans—-will 
the agents “buy” them or not? 
Some independent fire and cas 
ualty agencies already handle six 
month, continuous auto policies 
and have accepted these princi- 
ples. But the question is still to 
be answered—will the large ma- 
jority, or all, of the independent 
agencies accept these “short cuts” 


to auto insurance? 


Selling Session 


The “selling” session we at- 
tended with more than 40 agents 
began with statistics on the mar- 
ket for auto insurance. The 
greater and greater premium vol- 
ume flowing to non-agency com- 


panies—the “direct writers” who 


have had continuous policies 
billed direct from the home office 
for some years now—was depicted 


in impressive graphs. 


AQ 


The independent agent's opinion on six- 
month, continuous auto policies has become 
extremely important since this merchandis- 
ing method has been adopted by at least a 
dozen companies. Here THE SPECTATOR 
reports on an agents’ meeting to hear de- 
tails of Connecticut Indemnity's Cl Plan. 


“This is a new business,” said 
the home office representative pre- 
senting the figures, “since it has 
sprouted principally after World 
War II.” 

Fifty-one or 52 million cars on 
the road now and 80 million ex- 
pected within ten years... more 
and more of the cars insured... 
and the agency companies not 
holding their “share of the 
market.” 

Auto lines becoming an increas- 
ingly important segment of fire 
and casualty premiums ... and 
yet four “direct writers” are get- 
ting the lion’s share of all pre- 
miums in this line. 

Stock and mutual agency com- 
panies are now fully aware of this 
picture in the auto lines. For sev- 
eral years now company officials 
have publicly discussed the six 
month continuous policy with di- 
rect billing, and several “old line” 
companies have initiated experi- 
ments in this direction. 

Now as another stock agency 
company moves into this field, 


President Peter J. Berry of the 


Security Connecticut companies 
sums up, in a message to agents, 
the reasoning behind the move to 


adopt this type of plan. 


Direct Writer Inroads 


“For several years now, we have 
reluctantly tolerated the fact that 
direct writers and other types of 
specialty automobile companies 
have not only been writing the 
vast majority of the new preferred 
automobile business,’ President 
Berry wrote, “but have also made 
substantial inroads on the _ busi- 
ness that was formerly insured by 
companies such as ours... . If 
this movement continues, you and 
we will have the quality of our 
automobile business diluted to the 
extent that the rates which we 
will have to charge to underwrite 
the business profitably, will also 
be so high that they will no longer 
be attractive to the public. We 
think it’s about time that some- 
thing is done to correct this trend. 
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Attractive cover 


(above) 


marks new approach in 


the Cl policy. 


“We believe first we must ac- 
knowledge the fact that automo- 
bile insurance, like any other nec- 
essary commodity, no longer re- 
quires salesmanship to convince 
the public of its need... . If this 
be so, why not merchandise auto- 
mobile insurance like any other 
Why 
streamline our selling and proc- 


necessity? should we not 
essing operations so that our costs 
may be brought to a minimum, and 
our selling price be competitive 
and attractive to the purchaser?” 


Modern Merchandising 


Therefore, the next step is to 
introduce these new merchandis- 
ing techniques into the present 
pattern of auto insurance. 

One selling point emphasized to 
the group of agents at the meet- 
ing was that the CI Plan agency 
agreement specifically gives the 
agent ‘ expira- 
ions.” 
meeting, included “... the records 
of the Agent and the use and con- 


‘ownership of 
The wording, read at the 
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trol of 
the property of the Agent and be 


expirations shall remain 


left in his undisputed possession.” 
The full clause contains the word- 
ing as recommended by the Asso- 
ciation of Casualty and Surety 
Companies cited in the National 
Association of Insurance Agent’s 
book “Insurance Agency Owner- 
ship.” 
Closely 
tions question is 
The CI Plan makes this feature 
optional. All bills are 


and addressed in the home office 


related to the expira- 


‘ 


‘direct billing.” 
made up 


The agent, when he sends in each 


policy application, indicates 
whether the renewal bill should 
be sent to the agency for delivery 
to the 


rectly from the home office to the 


policyholder or sent di- 


polic y holder. 


Renewal Bills 


“For fullest economies,” said a 
home office representative, “have 
the renewal! bills sent to the as- 


sured. You’re not bill collectors; 


you're salesmen. And it’s hard to 
sell if the only time you see the 
assured is when you have a bill in 
your hand.” 

The savings in both 
time and office expense through 
direct billing, eliminating policy 
writing, simplifying bookkeeping, 
have been widely 
demonstrated, and they were 
shown again as the agents lis- 
tened to the CI Plan. 

‘But we don’t want to lose 
touch with the assured,” an agent 


agent’s 


and so forth, 


objected. 


Keep in Touch 


“Call on him then when you re- 
ceive notice that he has paid his 
renewal,” replied the home office 
team. “The poorest time to talk 
to a policyholder about additional 
insurance is when you are giving 
him a bill.” 

If an agent elects to have bills 
sent to the agency office, the home 
office 
them in envelopes to the agent. 
This still permits the home office 


prepares them and _ ships 


to keep the records for the agent, 
and that reduction in record keep- 
ing is an additional feature em 
phasized as saving the agent's of- 
fice expenses. 

Another economizing feature of 
the CI Plan is that it 


“cash on the barrelhead” 


requires 

check 
to the home office with the appli- 
cation. This saves on credit prob- 
lems, collection expense, and elim- 
“free” 


inates insurance by which 


the assured may have coverage 
for 30 days or more and then de 
cides not to accept the policy 
costly to both the agent and com- 
pany. 

The application also requires 
the prospect’s signature and the 
answers to several questions 
about: license revoked, insurance 


cancelled or refused by another 


company, operator convicted of or 
forfeited bail for traffic violation 
or been involved in an auto acci- 
dent in last three years. 

How strict, the 
quick to ask, 
in turning down applicants with 


agents were 


will the company be 


two or more convictions or acci- 


dents on their records? The 
home office team replied, “Give us 


Continued on page 82 
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CINCINNATI: 


Rising Malpractice Claims, Special 
Agent's Role Noted by CPCU 


\ EARLY 500 delegates attend 
ed the Society of Chartered 
Property and Casualty Underwrit 
ers’ annual meeting last month in 
Cincinnati. There are nearly 1,700 
CPCU’s in the United States and 
217 successful 


eligible for formal conferment at 


candidates were 
the meeting 

M. L. Landis, Counsel, Central 
Mutual of Van Wert, was elected 
Society 


president, succeeding 


W. V. Hall, San Francisco. R. O. 
Young, manager, North America 
Companies, Cleveland, became sec- 
retary of the Society, and James 
Wilson, Jr., assistant secretary. 
Mr. Landis has spent his entire 
career in the insurance industry 
with Central. He became a CPCU 
in 1946 and has been active with 
the association since then. His 
distinguished chairmanship of a 
fire insurance law committee of 


the insurance section of the Amer- 
ican Bar Association is among his 
most conspicuous successes. Mr. 
Young has managed North Amer- 
ica’s Cleveland service office since 
1941. 

New directors of the Society are 
H. K. Duke of Cumberland, Mary- 
land of the Eastern district, J. D. 
Phelan of Indianapolis, and Ella- 
Rachel Lyons of Detroit for the 
Central district. 

A seminar discussion of ‘“Mal- 


practice and Errors and Omis- 


sions Insurance” was one of the 
highlights of the convention. The 
St. Louis Chapter’s participants 
in the discussion were: A. H. Bell, 
J. O. Felker, R. J. 
C. D. Ainsworth. 


Brauns, and 


Claims Against Physicians 
During the last three years, it 
was pointed out, there has been a 
huge increase in the number of 
professional errors claims against 
Nearly 
5,000 members of the medical pro- 
Continued on page 79 
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CLEVELAND: 


NFCA Eyes Public Relations, 
Explains State Legislation Views 


{pee National Fraternal Con- 
gress of America convened at 
the Hotel Statler, Cleveland, Sep 
tember 17 to 19. Officers elected for 
the 1956-1957 period are: 

Probst, Su 


Indepen 


President: Louis FE. 


preme Chief Ranger, 
dent Order of Foresters, Toronto, 
Ontario, Canada. 

Vice President: Howard M. Lund 
gren, President, Woodmen of the 
World, Life Insurance Society. 


Secretary-Treasurer-Manager : Fos- 
ter F. Farrell, Chicago, Illinois. 
Directors for the 1956-1957 pe- 

riod are: George H. Crowns, high 

ranger, Catholic Order of 

Frances Dymek, vice 

president, Polish National Alli 

ance; W. Cable Jackson, director, 

Modern Woodmen of America; Mrs. 


chief 


Foresters; 


Florence H. Jensen, national presi- 
Forest Woodmen 
Kozakiewicz, 


Supreme 
Kasimir I. 


dent, 
Circle; 


president, Polish Roman Catholic 
Union of America; R. G. Ransford, 
president, Gleaner Life Insurance 
Society; John S. Tolversen, su- 
preme president, Equitable Reserve 
Association. 


Possible PR Program 
Mr. Crowns, outgoing president 
of the Congress, pointed out in his 
report that the possibility of insti- 
tuting a public relations program 
and advertising campaign, or a 
combination of the two, to educate 
the public as to the advantages of 
fraternal insurance, has been un- 
der discussion for several years. 
No decision has been arrived at as 
vet, since, although there has been 
more or less unanimous agreement 
that such a program would be de- 
sirable, the cost would be very high. 
Since some equitable method would 
have to be found to assess the 
member associations for the funds, 
manv problems would have to be 
worked out. 
Mr. Farrell, secretary-treasurer- 
Continued on page 80 
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Opening ad for National Fire Board campaign Sad-eyed bassett hounds feature the fourth 
is this thoughtful spaniel with crystal ball ad in NBFU's campaign. This picture will be 
Release date—on or after October 2, 1956 run on or after December 4, 1956 


“Bowser Contest 


Sparks NBFU Ad Campaign 


This year's new National Fire Board ad series has 
canine theme that will promote insurance nation- 
ally and give agents prizes for their local ads. 


{ 


HIS year the independent agent get a 
chance to tie his advertising in with a national 


Boxer pup urges friend-in-need to call an expert, his independent 


campaign and at the si RA » CO ste for § 
agent. Second of seven ads, this is to be released on November 6, 1956 Mpagn ane & - sist aren mpete for a 


pedigreed pup in a novel “Bowser Contest.” 

Here’s how the set up works Seven 
National Board of Fire Underwriters 
between Oct. 2, 1956, and April 30, 1957, 
national magazine featuring a number 
vinsome canine faces, some of which are 
hown on this paye Agents who represent cap) 
tal stock companies belonging to NBFU may 
order mats and/or photos of dogs from the 
National Board and insert them in local papers 
vith personally-written ads 

the campaign next year, the 

f it will select and enter the one ad he has 
vritten that he thinks is best. Winner vill 
choose a dog from one of seven breeds shown in 
the national ad 


For burther Information Circle 4 on 


October 1956 





1956 Social Security Bill 


By WILLIAM H. FISSELL, CLU 


Superintendent of Ordinary Agencies, Colonial Life Insurance Company 


NHE new Social Security Bill 
(H. R. 7725) which passed both 
houses has been signed by Presi- 
dent Kisenhower and became ef- 
fective August 1, 1956. There are 
many changes in the Social Secu- 
taxes; many 
more people are now eligible for 


rity coverage and 


Social Security. 
Originally, Social Security in- 


cluded only “employees” and their 
dependents. Last year, it was ex- 
tended to self-employed farm op- 
erators, architects, professional 
engineers, funeral directors, and 
accountants, these professions 
having previously been exempted. 
It also was extended to ministers 
and members of the cloth on an 
elective basis. The new law has 
broadened the coverage to include 
self-employed lawyers, dentists, 
osteopaths, veterinarians, naturo- 
paths, chiropractors, and optom- 
etrists. Doctors of medicine are 
the only major professional group 
of self-employed people not cov- 
ered, 

Broadly speaking, self-employ- 
ment income consists of the “net” 
earnings derived by an individual 
from a trade or business carried 
on by him. 


Rates Rise in ‘57 


Starting January 1, 1957, the 
tax rates have been increased for 
both the employer and employee 
from 2 per cent to 2% per cent. 
The self-employment tax rate has 
been increased by % of 1 per cent 
to 35% per cent. 

Prior to the enactment of the 
new amendment to the Social Se- 
curity Bill, benefits were in the 


44 


form of retirement benefits, sur- 
vivor benefits and lump sum death 
benefits, to which has now been 
added the fourth benefit—disabil- 
ity benefits. Disability benefits 
are payable only to the disabled, 
but not to any dependents. The 
disability benefits begin July, 
1957, with respect to disabled in- 
dividuals by payment of their full 
primary Social Security benefit 
starting at age 50 and over, and to 
disabled children age 18 or over 
if the child was permanently and 
totally disabled before reaching 
age 18. The child’s monthly bene- 
fit is equal to one-half of the 
father’s primary insurance bene- 
fit if the father is living. If de- 
ceased, the monthly benefit for the 
child is three-fourths of the pri- 
mary benefit. Where a child is 
entitled to the disability benefits, 
the mother may qualify also for 
benefits. 


Total Permanent Disability 


The disability must be total and 
permanent. Disability will be de- 
termined by the State agencies ap- 
proved under the Vocational Re- 
habilitation Act or other appro- 
priate State agencies. Should 
there be a disagreement between 
the Federal agency and the State 
agency, the question of disability 
will be determined by the Secre- 
tary of the Department of Health, 
Education and Welfare. There is 
always an appeal to this Secretary 
for many State decisions and the 
Secretary’s final decision is sub- 
ject to judicial review. 

Widows and surviving depen- 
dent mothers will receive full 


benefits under the new law start- 
ing at age 62. Working women 
and wives are also eligible for re- 
duced benefits beginning at age 
62. Under the new law, working 
women would receive 80 per cent 
of their full benefits if they retire 
at age 62. If they wait until age 
65, they will get the full benefit. 
The law provides for a monthly 
increase in benefits over 80 per 
cent for each month they wait un- 
til age 65. Wives who apply for 
benefits upon reaching age 62 
would receive 75 per cent of the 
monthly benefits and the law pro- 
vides also for a monthly increase 
for each month they wait until 
age 65. 


Provisions for Women 


For working women, the _ in- 
crease is an additional 5/9 of 1 
per cent each month of the total 
benefits for each month’s delay 
and for wives, the monthly addi- 
tional increase is 25/36 of 1 per 
cent of the full benefits. 

With exceptions, per- 
sons not citizens or nationals of 
the United States would have their 
benefit payments suspended if 
they leave the United States. They 
would not be suspended in the 
case of persons who had been 
residents for ten years or more, 


certain 


who had paid contributions for 
ten years or more, or who go to a 
country where there is a recipro- 
cal treaty under which that coun- 
try would pay benefits to United 
States citizens under like circum- 
stances. 

Benefits would not be suspended 
in the case of persons who remain 
outside the United States less than 
six months. 


Benefit Forfeitures 


There are new for- 
feitures of benefits to persons con- 


certain 


victed of treason, sedition, sabo- 
tage, espionage, or any of several 
other crimes covered by the In- 
ternal Security Act that may be 
declared forfeit by court order. 

Employees of organizations list- 
ed by the Subversive Activities 
Control Board would be denied old 
age and survivors insurance cov- 
erage. 
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PHILAMON LABORATORIES, INC. 


Westbury, L. I., New York 


protects its property 


gets better 


FIRE anu BURGLARY 


PROTECTION and 


SAVES MONEY 


The precise and exacting nature of the engineering and manufac- 
ture of Philamon’s tuning fork frequency standards demands 
extraordinary safeguards against conditions which might affect 
our operations. After a full year’s experience with ADT, we are 


convinced that our new 15,000-square-foot plant enjoys maximum 


protection at minimum expense. bi 
e 
‘ttid . President 


Philamon Laboratories, Inc., manufacturers of elec- automatically, ADT Burglar Alarm Service will auto- 
tronic Components, is typical of the hundreds of smaller matically summon police when burglars attack, ADT 
industrial plants protected automatically by ADT. A Heating and Industrial Process Supervision will auto- 
combination of Central Station Burglar Alarm, and = matically detect and report other abnormal conditions 
Sprinkler Supervisory and Waterflow Alarm, protects y, 
sroperty, profits, and employees’ jobs at a lower cost M, ADT, 

aa ph less effective nat ay we AROW YOu whit can dh fon YOu: 


Whether your premises are new or old, sprinklered or An ADT «specialist will show you how combinations of 


unsprinklered. there is an appropriate ADT Fire Alarm automatic services can safeguard your property Call our 


Service to detect fire and notify the fire department local sales office, or write to our Executive Offices, 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
A NATIONWIDE ORGANIZATION 


Executive Offices: 155 Sixth Avenue * New York 13, New York 
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A Little Lying Is a 
Dangerous Thing 


Edward Kear had taken out a 
life policy in 1924. The policy had 
lapsed on November 16, 1950, be- 
cause of his failure to pay the 
premium due on October 16, 1950. 
In January 1951, he submitted a 
long form application for reinstate- 
ment. He represented that since 
the issuance of the policy he had 
not been ill, had not consulted a 
physician and had not been treated 
in a hospital. All these represen 
tations were false. 

The company, however, accepted 
these representations as true and 
reinstated the policy on January 
24, 1951. A subsequent premium 
was due on April 16, 1951, but was 
not paid. On May 16, 1951, the pol- 
icy lapsed for a second time. On 
May 29, 1951, the insured again 
applied for reinstatement. Since 
this application was made less than 
fourteen days after the lapse, a 
shorter and different form of ap- 
plication was used. It required the 
insured merely to state that since 
the date the last premium became 
due he had not suffered any change 
in health or received medical at- 
tention. The statements in the 
second application were true. 


Misrepresentations 


The insured died on July 15, 
1951, and the company refused pay 
ment of the policy on the ground 
that the decedent had made mate 
rial misrepresentations in his first 
application for reinstatement 

In the ensuing lawsuit the trial 
court found in favor of the bene 
ficiary, holding that the defense of 
misrepresentation was rot avail 
able to the company since the only 
existing contract between the par 
ties was that resulting from the 
second reinstatement, and, as there 
Was no mMisrepresentation in con 
nections with that contract, the 
beneficiary was entitled to recover 

The Appellate Court, however, 
took a different view. Because of 
the importance and novelty of thi 
case we quote its reasoning at 
length 

“A policy of life insurance be 
comes incontestable after it has 


been in force for two years (Insur- 
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verdict... 


By LUKE A. BURKE 
Member of the New York Bar 


Where an 
insured has made misrepresenta 


ance Law, sec. 155b 


tions in connection with the issu 
ance of a policy, the insurer may 
therefore at any time short of the 
two-year period avail itself of a 
defense based on the fraud. Like 
wise where a policy has lapsed and 
is reinstated, the insurer may con 
test it at any time within two years 
after the date of reinstatement 
“The first reinstatement applica 
tion contained an express condition 
that, ‘if any such representations 
are untrue in whole or in part and 
are material said company shall 
for a period from the date this pol 
icy is officially reinstated in the 
Home Office or Western Home Of 


fice of the Company equal to the 


number of years 


entitled 


“Incontestability” be under no lia 


clause of the above policy 


bility by reason of the reinstate 
ment of this policy Conse 
quently, when this policy was rei 

1951, such 


based upon 


stated on January 18, 
reinstatement being 
misrepresentations, the company 
had two years from that date in 
which to assert the fraud. Dece 
dent died on July 15, 1951, less than 
two years after the reinstatement 
o that in the normal course, and 
had there been no second lap e tne 
defense of fraud would unquestion 


ably be available 


tated in the 


‘It is urged, however, that the 
econd reinstatement was a new 
and separate contract, independent 
of the first reinstatement and there 
fore not tainted with the fraud at 
taching to the first; in other words, 
that the second reinstatement had 
the effect of wiping out the fraud 
in the first. We do not concur in 
that view for it would require us 
to hold that the first reinstatement 


was void. Certainly, had decedent 


lived more than two years after the 
first reinstatement, plaintiffs would 
be the last ones to urge that the 
first reinstatement was void. Clear 
vy, it was not void but merely void 
able under the two-vear contestabil 


‘ 


ity clause 


Application Not Void 


“Moreover, the 


tion was ‘for reinstatement of the 


econd applic a 


above numbered policy which lapsed 


for non-payment of premium due 
1/16/51.’ Had the first reinstate 
ment been void, there could have 
been no policy in existence to lapse 
at that time. Nor can it be said 
that the 
the first reinstatement are exclu 
Had there 


heen no first reinstatement, there 


second reinstatement and 


ive, each of the other 


would have been a second 


the second reinstatement rests 


Continued on page 48 
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Verdict 


Continued from page 47 


on, and stems from the first. Fraud- 
ulent statements induced the first 
reinstatement and had they not 
been made, there would have been 
no first reinstatement and conse- 
quently no second. We think there- 
fore that, 
granted the second application for 


when the company 


reinstatement, it had the right to 


rely upon the truth of the state- 
ments made in the first. 


Basis for Reinstatement 


“Moreover, to hold that the fraud 
inducing the first reinstatement is 
not available to defendant would 
deprive the insurer of its right to 
contest a policy within the two-year 
period. Decedent died only six 
months after the first reinstate- 
ment, so that the company still had 
18 months in which to contest or 
void the policy for fraud. We do 


Dramatizations 
that sell Insurance 


To pinpoint the prospect’s needs for insurance, 
field associates of the Equitable Life of Iowa 
have these two outstanding visual portfolios to 


assist the m: 


: Key to Security 


the portfolio which 


dramatizes the personal insurance needs of 


the prospect 


* . . 
y & Key to Business Security 


the port- 


folio which dramatizes the business insur 
ance needs of the sole proprietorship, the 
partnership and the close corporation 


These two. visual 


sales aids have earned the 


Award of Excellence of the Life Insurance Ad- 
vertisers Association and substantially enhance 
personal incomes of field associates using them. 


ullialle 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 


not see how or why it should be 
deprived of that right. It would be 
a different matter if the second 
reinstatement had been made more 
than two years after the first rein- 
statement, for then the company’s 
two-year right to challenge the pol- 
icy would have expired. 

“This case presents an unusual 
situation. The trial justice in find- 
ing for plaintiffs felt that the fault 
was due to defendant’s own inade- 
that is, in permit- 
ting the second reinstatement to be 


quate procedure 


made on a short form application 
not calling for full medical informa- 
tion as required in the case of the 
first reinstatement. We think that 
the form of the second application 
is not controlling in view of the 
first application 
wherein the company was assured 
by decedent that from the date of 
issuance of the policy up to the 


reinstatement 


time of the reinstatement applica- 
tion the insured had suffered no 
ailment requiring medical or hospi- 
tal attention. The result is unfor- 
tunate for plaintiffs but we feel 
bound to hold that a recovery on 
the policy is barred by decedent’s 


misrepresentations. 


(Kear v. Prudential Ins. Co., New 
York Supreme Court, Appellate 
Division, First Dept., July 3, 1956.) 


Act of God 


One of the most ancient phrases 
in the law (and understandably so) 
is that of “Act of God.” What it 
embraces, what it excuses, and how 
it applies occupy many tomes of 
law. One case, of course, could 
not summarize all the ramifications 
of the subject, but to give a peep- 
hole view, let us look at the case 
of Compania de Vapores Insco., 
S.A., et al. v. Misouri Pacific R. R., 
U. S. Court of Appeals, Fifth Cir- 
cuit, April 20, 1956. 

The plaintiffs owned and insured 
150 Chrysler automobiles which 
had been shipped from Detroit, 
Michigan, to Westwego, Louisiana. 
They were in the defendant-rail- 
road’s warehouses awaiting ship- 
ment to Cuba. A severe windstorm 
struck the area causing extensive 
damage to the warehouses and cars. 
The bill of lading exempted the 
railroad from liability caused by 
an “Act of God.” The question was 
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whether the windstorm was an “Act 
of God.” The U. S. District Court 
felt that it was, and awarded judg- 
ment for the defendant-railroad. 
The plaintiffs appealed. The Appel- 
late Court agreed with the lower 
court’s judgment with the follow- 
ing observations on “Act of God’: 

“We agree with appellants and 
the district court that appellees, in 
order to exonerate themselves from 
liability for the damage, were re- 
quired to prove not only that the 
‘line squall’ constituted an ‘Act of 
God’ within the exemption from 
liability provision of their bill of 
lading, but that they 
guilty of no negligence in the con- 
struction and maintenance of the 
warehouses which contributed to 
causing the damage. For by its 
very definition, an ‘Act of God’ im- 
plies ‘an entire exclusion of all hu- 
man agency’ from causing the loss 
or damage... . 


also were 


What Constitutes ‘Act’? 


“Almost any  inclemency' of 
weather causing property damage 
is an ‘Act of God,’ in a limited 
sense, so that the problem is not 
solved by simply relying upon the 
conflicting testimony of experts as 
to whether this particular disturb- 
ance should technically be charac- 
terized as a ‘line squall’ or 
with tornadic 
From a realistic standpoint, 


‘line 
squall characteris- 
tics.’ 
we think decision in this type con- 
troversy should turn not upon tech- 
nical, meteorological 
but upon the issue of whether the 
the 


is described, 


definitions, 


disturbance causing damage, 
by whatever term it 
is of such unanticipated force and 
severity as would fairly preclude 
charging a carrier with responsi- 
bility for damage occasioned by its 
failure to guard against it in the 
protection of 
to its custody.” 


property committed 


Arson Plot Backfires 


Frank Owen and two other men 
hatched a plot to burn the house of 
one of the plotters for its insur- 
ance. They brought gasoline into 
the house and poured it over the 
floors. They were about to ignite 
the gasoline but before doing so, 


Continued on page 50 
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THE FAMILY RULES THE ROAD— 








... and rules this new 
AUTO POLICY, too! 


Next time you’re tied up in traffic, just remind yourself pleasantly 
that the Great American Family must still be king of the road, 
because — of all the cars on U. S. highways today, 8 out of 10 
are family autos! 


FIFTY MILLION PLEASURE CARS can’t be wrong, either, as 
a market for us and our agents to concentrate on with the brand- 
new FAMILY AUTO POLICY. This startlingly modern coverage 
has been designed with the picture of the typical family customer 
clearly*in focus, uncomplicated by the needs of commercial risks. 


Our sales approach is unique, too. — It gives you a streamlined 
sales arrow that speeds straight to your major target and lands with 
terrific impact. It’s definitized in a current 4-page Bulletin describ- 
ing the Coverage Improvements Chart and other selling tools fur- 
nished free in our complete FAMILY AUTO PLAN SALES KIT. 


Arrange for a demonstration ride in this exciting new Family 
model — use the coupon below to ask for your copy of our Bul- 
letin — RIGHT NOW! 


INSURANCE 
COMPANIES 


tH SECURITY-CONNECTICUT 


FIRE - MARINE + CASUALITY + BONDS: LiIF@& a 





| 


_ 


RS *SECURITY-CONNECTICUT LIFE INSURANCE COMPANY, Incorporated 1955 


Emblem of Security 


HOME OFFICES: Meow Haven, Cone. PACIFIC DEPTS: 248 Battery $t., San Francises, Calif 


SECURITY-CONNECTICUT INSURANCE COMPANIES 
Dept. 17-H, New Haven 5, Connecticut 
Please send me, without cost or obligation, your current Agency 
Sales Bulletin on the new FAMILY AUTO POLICY. 
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Love and protection 
go hand in hand ! 


Great-West| Lire 


“CE COMPAN 


Field representatives of the Great-West Life 
will receive additional sales support from this 
outdoor poster which will appear in over 100 
cities and towns throughout the United States 


and Canada. 


Its message “Love and protection go hand in 
hand” presents a simple yet powerfully direct 
approach to man’s basic need for life insurance... 
his obligation to provide financial security and 


prot etion for his loved ones. 


The use of outdoor advertising is a good 
example of the support given Great-West Life 
representatives in their sales and service 


activities, 


Gaaar|Wase Lore 


ASSURANCE COMPANY 


MEAD CHHICE ~§ Win mlhEte, Canada 











Verdict 


Continued from page 49 


Owen asked the owner if he could 
have the bed spreads. Receiving 
consent, he went back into the 
house. There was a gas heater in 
the house with a pilot light burn- 
ing. Presumably the pilot light 
ignited the gasoline, and Owen, 
trapped in the house, was burned 
to death. 


Arsonist Insured 


He had an accident policy on his 
life and his beneficiary sought to 
recover thereunder. The company 
refused payment contending that 
the insured met his death through 
means which were wilful, volun- 
tary, intentional and designedly 
employed by him in committing the 
crime of arson, hence his death 
was not “as a result of bodily in- 
juries sustained solely through ex- 
ternal, violent and _ accidental 
means, directly or independently of 
all other causes.” 

The beneficiary contended that 
even though the insured was en- 
gaged in a criminal act, the im- 
mediate cause of death was the fire 
which was accidentally started. 

The trial court agreed with the 
company’s contention and gave 
judgment for the defendant. The 
Appellate Court, however, reversed 
the judgment and held for the bene- 
ficiary, saying 


Fire Illegal 


“The theory of the insurance 
company would seem to be that 
the whole transaction, the plot to 
burn the house, the carrying in of 
the gasoline, the spreading of the 
gasoline about the house, and the 
ubsequent fire, all were part of an 
illegal act and must be treated as 
a single happening. In a way this 
position is that the deceased, by his 
actions caused his own death and 
that the death because of the 
spreading of the gasoline, with the 
intent to burn the house, was in 
effect, with the design and aid of 
the deceased. The intention to pil- 
fer and burn was there. But it 
could not be seriously contended 
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that the deceased intended to burn 
himself to death. That part was 
accidental. 


“While he was pilfering the bed ANIES pLnw 
spreads, the fire broke out unex- Pp 


pectedly and trapped him in the 

burning house. The mere fact that 

he and the others intended to burn \G 

the house later, would not alter the BER F| RE CAM 

facts that the fire started before Cl 

he or they intended it should. No 

person would make all preparations S 
to incinerate himself, unless men- AGENTS SAL 

tally unbalanced and there is noth- 10 B00 


ing here to indicate an unbalanced 


mind. He was a criminal engaged | — rea 
~ " sijernseng aah but not a suicide. FEATURE BIG ADS IN 121 NEWSPAPERS 
miss. the preparations for the ys FROM COAST TO COAST AND MORE THAN 
burning of the house can be con- ) oa 
80 INDIVIDUAL ADVERTISING PIECES TO 
st as ADD PUNCH TO AGENTS’ LOCAL SALES 
pening, the death of Frank Owen 
must be considered an accident, and CASAPRIONS. 
not part of the plans of the con- oe Last year the Kemper Insurance organization 


spirators. dedicated the entire month of October to a 
giant sales campaign to boost local agents 





sidered as all part of the one hap- 


fire and property insurance volume 


Unintentional Death Result? More tire and package insurance 


J was sold in one month than in any month 
The very fact that he was en- - | ' : 
k t bed ; in Kemper history 
aged in taking le bed spreads 
Bi id the e " Again in 1956 the Kemper companies will 
foul epi ve e 1eory ¢ Sul- 

_— negati ’ : ry " devote the whole month of October to a 
cide. He was to share in the insur- nationwide promotion to boost agents’ vol- 


ance money, and thought to add a ume in fire and property insurance, The cam- 


little more by taking the bed arti- paign will include 
cles. While his motives were in- , j 


ae @ Eye-stopping advertisements in 121 
tentional, mercenary and criminal, ; th PP m 's bi , 
: ° e nation’s biggest newspapers 
he intended to profit, not lose his 99 pop 


life.” featuring: 

The Court was not unanimous in Local agents’ pictures and their 
this decision and the dissenting Pa ; local agency service 
opinion may be summed up in these *\- Low net cost insurance through 
words: policyholder dividends 


“It may be conceded the deceased 


® Colorful ads in U.S. News and World 


in the commission of the unlawful 
Report magazine 


act did not intend to cause his 
death but did intend to survive and ~< an @ More than 80 individual ad pieces to 
collect his share of the insurance. help agents’ local sales campaigns 
However, his act of going into the ; ; ; , , 
cated —s. including folders, stickers, direct mail 
dwelling after he had assisted in 


: letters, etc 
spreading the gasoline to remove 


some bed clothes for himself be- ~~ PLUS new, fast fire claim service 


fore the building was ignited was : providing in most cases 24-hour payment of 
so inseparably connected with the neni losses. 

arson plan and conspiracy in con- ni If you are interested in representing this 
duct and timing that there is no progressive organization write N. C, Flana 
occasion for the discussion of prox- } gin, Executive Vice President, at the Home 
. 1 , Office. 

imate cause. The intendments of 


our criminal code are such that to Lumbermens Mla UW La DIVISIONS OF 
vermit a recovery under the facts ; ; 
: Hymentcan MOTORISTS INSURANCE COMPANY KEMPER INSURANCE 


in this cause would be contrary to 
the public policy of the State.” AMERICAN MANUFACTURERS mutual insurance Company CHICAGO 40 


(Taylor v. John Hancock Mutual Irabral Plddsal wrienncs COMPANY 


Life, Illinois Court of Appeals, BRANCHES IN: ATLANTA * BOSTON » COLUMBUS + DALLAS + LOS ANGELES « NEW ORLEANS 
February 23, 1956. NEW YORK + PHILADELPHIA » SAN FRANCISCO + SEATTLE « SUMMIT, NJ. © SYRACUSE * TORONTO 


ao, 
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coverages 


and torms 








Valued Business Interruption Policy 


Q. What companies write this 
insurance? 

A. Companies managed by 
Chubb and Son—the Federal, Sea 
and Vigilant Insurance Companies. 

q. How is the insurance writ- 
ten? 

A. The usual endorsements are 
attached to the standard fire in 
surance policy. 


Coverage 

Q. What do these new forms 
provide? 

A. The policy insuring manu- 
facturing risks provides indem 
nity for payment of continuing ex 
penses (fixed charges) and net 
profits to the extent these items 
cannot be learned during a period 
of : 

(a) Total suspension—1 . 
of the policy amount, being $ * * 
for each work day, for such length 
of time as would be required to re 
build, repair or replace the dam 
aged property, commencing with 


*Coverage may be written for 
selected periods of time, 2 months, 
4 months etc., up to one year, in 
sert here the number of working 
days the insurance is to apply (see 
rating plan). 

** Insert the per diem limit in 
this space. 


the second work day following the 
date of damage or destruction. 

(b) Partial suspension that 
proportion of the amount payable 
total 
amount of 


suspension as the 
reduced 


under 
production 
bears to total output which would 
have been obtained during the pe 
riod of total suspension. 

The Mercantile form substitute 
the term “business” for “produc- 
tion” in the definition of coverage. 


Exclusions 


Q. What are the exclusions? 
A. The company is not liable for 





|PERF UME 





WH Ants 
TOWNSEND 


“lll take two gallons, please!" 


any increase of loss which may be 
occasioned by any local or state 
ordinance or law regulating con- 
struction or repair of buildings or 
structure, nor by the suspension, 
lapse or cancellation of any lease 
or license, contract or order, nor 
for any increase of loss due to in- 
terference at the described prem- 
ises by strikers or other persons 
with rebuilding, repairing or re- 
placing the property or with the 
resumption or continuation of 
operations. 


Rates 


Q. What are the rates for these 
forms? 
A. Rates vary with the period 
of coverage and territory. 
Indemnity New York City 
Period Territory 


Per Cent of 
Contents Rates Building Rates 


2 Months 75 100% 
g “a Q2 07 125% 
a 


Rating territories 
Outside New York City 
Per Cent of 


20% 
130% 
140% 
160% 
180% 
210% 


250% 


New Valued Forms 
For Business Interruption, 
Per Diem Limit Specified— 
No Co-Insurance Requirement 


Chubb and Son, managers of the 
Federal, Vigilant and Sea Insur- 
ance Companies, have devised new 
susiness Interruption forms for 
manufacturing and mercantile 
risks. The period for which indem- 
nity is payable may be selected by 
the assured as indicated in the 
rate section above. The per diem 
limit is determined by dividing the 
amount of insurance by the period 
of coverage expressed in work 
days. The managers state they are 
prepared to vary the amounts of 
insurance to fit seasonal changes 


Reporting Clause 

These new forms require semi- 
annual reports of annual net prof- 
its and fixed charges for the pre- 
ceding 12 months ending Decem- 
ber 31 and June 30. In the event of 
failure to forward such reports to 
the insurance company, the com- 
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pany must be permitted to inspect 
all records pertaining to the as- 
sured’s operations to determine if 
the amounts insured covered ac- 
tual net profits and fixed expenses. 
If these figures (for the period 
covered) do exceed the policy 
limit, the maximum per diem loss 
payment will be reduced _ to 
1/365th of the actual net profits 
and fixed expenses for the 12 
months preceding the loss. 


Other Clauses 


The various stock limitation 
clauses appearing in these con- 
tracts impose the same conditions 
as the standard policies except the 
new mercantile form restricts 
stock coverage to 30 days, in addi- 
tion to the time required to restore 
the premises. 

The pro rata clause reads, “The 
liability hereunder shall not ex- 
ceed the amount of insurance 
granted by this policy, nor a 
greater proportion of any loss 
than the insurance hereunder 
shall bear to all insurance, 
whether valid or not, and whether 
collectible or not, covering in any 
manner the loss insured against 
by this policy.” 


Adjustment Difficulties 


Adjustment difficulties might 
well ensue if other Standard Busi- 
ness Interruption insurance pol 
icies were carried on the same 
risk, apportionment complications 


could be serious. 


Forms Not Always Suitable 


Although the new forms are 
written without co-insurance war- 
ranties and in amounts and pe- 
riods of coverage selected by the 
assured, the computed premiums 
for reduced insurance amounts 
may exceed the cost of standard 
Susiness Interruption Insurance. 

A special application must ac- 
company each submission. A num- 
ber of the questions deal with past 
losses, information is also needed 
regarding other Business Inter- 
ruption Insurance, data as to net 
profits and fixed charges during 
previous years, number of working 
days, etc. 
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Well! So I'm finally getting back to 


work, am I, after my ''hostessing trip 
to Philadelphia? That's what Mr. L 
says, anyway. Of course, I've really 
been soloing my Underwood right along, 
but—-oh, well, men are so. . so 

and how they do like to tease a girl! 
But of course we are busy in the office 
these days-—-Extended Coverage Mr. L 
has gone all out in promoting it. He says 
the PLM Extended Coverage endorsement, 
considering all the many risks it 
covers, is one of the biggest bargains 
for any home owner. ''A breeze to sell, 


Ellen!'' he says. 


jt ie SE NB EGER TI PERE, 


MR. LOCAL AGENT 


Are you pushing Extended Coverage in your othee? 


Popular as this comprehensive policy has become with 
the public, there is still a big untapped prospect list in 
every territory. PLM has an informative and really 
different folder on kxtended Coverage Why not pul it 
to work for you? You are cordially invited to write us 


about it 


Pennsylvania Lumbermens 
Mutual Insurance Company 





sales briefs... 


A LINE A DAY... 


By Mel Blackburn, CPCU 


October 1. 


in what he is 


When a man believes 
doing, has hope for 
his future, and has loved ones de 
pendent on his continued success, 
he is a qualified life insurance 


prospect. 


October 2. 


Own ayency ia rat 


Ever think of your 
Busine Life 


prospect? 


October 3. 


of persons who can be seen that 


It’s not the number 


counts; it’s the number that are 


seen, day in, day out 


October 4. 
direct mail: It makes it possible 


Today’s thought on 


for you to be in ten places at once. 
Mail Mondays for mid-week de 
livery. 


October 5. Here is, literally, a 
million dollar idea for an estab 
lished Fire and Casualty agent: 
Ask your assistant to go through 
your accounts and note on a card 
the birth dates of all your policy 
holders, Set these cards up by 
date. Then send a birthday card 
seven months before the natal an- 


se 


niversary * indicating that you 
will soon be a year older for life 
insurance.” Call or see them a 
few days later. Most life insur 
ance is sold under the urgency of 


age change 


October 6. You have collision 


insurance on your car: do vou 


have collision on yourself? It’ 
called “Personal Accident.” 


~ 


October 7. Have you ever con- 


sidered publishing your own 


“house” magazine’? Even a sim 


ple postal card sent every two 

months would do the trick. You 

insureds like to hear from you. 
October &. 


chance (until 1960) to capitalize 


This is your last 
on the “built-in” interest for Pub 
lic Official Bonds that character 
izes a presidential election year. 
Most of these bonds are required 
by law and paid for by the local 
unit of government. The official 
usually has the right of selecting 


his own surety. 


NSUR 


Waly 
Buerlein 


“We lost a little on underwriting this 

quarter, but made up the difference 

on promotional materials we sold to 
our agents." 


October 9. The first rule of ora- 
tory — and salesmanship — is to 
make the opponent fight on your 
grounds. Football teams, too, 


usually do better at home. 


October 10. A California agent 
says he gets one-third of his com- 
missions from life and accident. 
The remainder comes from fire 
and casualty. Yet, by reason of 
the details in processing his fire 
and casualty, he actually clears 
more out of his life and accident. 


October 11. Most businesses in- 
sure against loss to physical prop- 
erty which may never be damaged, 
but keymen will die. There is 
seldom complete loss of plant but 
the loss of the human asset is al- 


ways one hundred per cent. 


October 12. The chances of loss 
to business of keymen at age 45 
are fourteen times greater than 
damage by fire; at age 50, twenty- 
four times greater; at age 55, 
thirty-three times greater. 


October 13. How much would it 
cost the business to replace an 
executive’s loss of time? 


October 14. What is the value 
of this lost time to the business 


in terms of net profits? 


October 15. How much would it 
cost the business if the key man’s 


services were términated today? 


October 16. What proportion of 
the true loss is the firm willing to 
absorb, i.e., to co-insure? 


Ociober 17. You can’t lean on 
the skeletonized company field 
force these days if you expect to 
withstand the daily challenges to 
your business. You’ve simply got 
to apply more of your expert 
knowledge yourself to your cli 


ents’ problems. 


October 18. “Accident vs oc- 
currence.” Accident implies sud- 
denness. Occurrence removes the 
time limitation so that (1) the 
wrongful act or omission may take 
place over a period of time, (2 
a period of time may elapse be- 
tween the wrongful act and the 
injury, (3) the injury or damage 


THE SPECTATOR 





may be sustained over a period 
of time. 

October 19. To run a business 
takes a lot of hope. And where 


there’s hope there’s life. Business 
life, that is. 


October 20. 


on people living. So do you. There 


America depends 


isn’t anything for you to renew 
if your client’s business folds be- 
cause the key man passes out of 


the picture. 


October 21. Like every other 
kind of insurance, Business life 
is simple, but thanks to our com- 
plicated ways of doing things, we 
try to keep it mysterious and sur- 
round it with a lot of high-sound 
“Wouldn’t you 


like to guarantee the value of your 


ing terminology. 


life’s work to your widow and 
children if you die, and, to your 
self if vou life?” 


much about Busine life 


There, now you 
know as 


as anyone else. Try it 


October 22. 
ousine to Covington, Kentucky 
like to think of my agent 


In the airport lim- 


AUTOMOBILE * ¢@ 
HOMEOWNERS 
SURETY & FIDELITY BONDS 


NATION-WIDE CLAIM 


AMERICAN FIRE AND CASUALTY COMPANY 


ORLANDO, FLORIDA 


HOME OFFICE ®* 
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FIRE & EXTENDED COVERAGE 
ALL FORMS CASUALTY 


SERVICE 


‘insurance doctor.’ He gives me 
Stout fellow, 


annual checkups.” 
whoever he is 


October 23. In the airplane t 
LaGuardia: “I’m the best 
of what insurance I need and how 
much | can spend Got into an 
interesting discussion 
to talk with this bird’s agent, if 
any. 


October 24. Am baffled by the 
excess limits market. We domes 
tics do all the underwriting, all 
the inspecting, al] the claim e) 
vicing. We retain the first laye 
with all the expense. Small won 
der we're exposed to some of the 
most suave, most urbane, most ac 
cented people on earth. All fin 
people, though 


October 25. Fan mail from M) 
David Jack on of Auckland Nev 
Zealand Am fascinated by 


thought that, in your land “ 


men everywhere 


AVIATION 





judge 


Would like 


American Equitable Assurance Company 


Globe & Republic Insurance Company 


Merchants and Manufacturers Insurance 


Company of New York 


New York Fire Insurance Company 


Corroon & Reynolds, Ine. 
MANAGER 
92 William Street, New York 38, N. Y. 


October 26. Do you have any 
insureds on the 80 per cent coin- 
surance clause with insurance 
for 50 per cent of value? Watch 


out. 


October 27. One of the best 
men to know is a bank efficer. 


October 28. Ever display in 
your office window, or in a loose- 
leaf binder, all the policies you 
personally own? It’s the pudding’s 
proof 


October 29. Read the trade 
journals and house magazines of 
your clients. They’re loaded with 


insurance sales tips for you. 


October 30. Young people want 
you to think they're shrewd buy 
ers, and that they’re going places 
in this world. They're probably 


right 
October 31. 


on grounds other than buying mo 


tives (and take thi 


When you converse 


from one who 
always read to listen to a 
chatter 


under what Cal Coelidge used to 


salesman), your comes 


“extended remarks.” 


of New York 


Organized 1918 


of America 
Established 1662 


Organized |649 


Incorporated 1832 











Job Opportunities 


Continued from page 39 


1. A large number of relatively 
unskilled personnel en- 
gaged in clerical jobs of a repeti- 
tive nature such as filing, sorting, 
recording and performing other 
tasks where only a bare minimum 
the business 


junior 


of knowledge about 
is required. 
with 


2. Experienced personnel 


many years of seniority, holding 
jobs similar to those of the un- 
skilled junior personnel requiring 
little original thinking or judg- 
ment. 

3. Supervisory and senior staff 
personnel, whose duties are pri- 
marily in the judgment area and 
who possess a more advanced 
knowledge of the business. 

Experience shows that the large 
group of juniors do not create 
much of a problem. A growing 
insurance company always has a 
great number of jobs of this type 


Here’s the sound approach 


e 


to a value-minded buyer 





"hag sear epee y and Claims 
4 Service—Cost. These are 
points about auto insurance that 
buyers are checking more closely 
than ever before. 

And who are these buyers but 
informed, money-wise car owners 
who recognize that many agents 
and companies compete for their 
business on the basis of better 
values—in protection, service and 
SaUINGS. 

You can be certain that they are 
posted on the competitive situa- 


tion in the auto insurance field. So, 
it’s your move; particularly if the 
spread is widening between the 
number of them you’ve sold—and 
those you should have sold. 

Why not find out how our auto 
insurance facilities can be used to 
meet some of the competition you 
face for preferred classes. We write 
a full-standard coverage policy 
backed by a grade of service that 
you'd expect from a topflight 
agency mutual company operating 
nationwide. 


C70 Culoujlfe 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 


FIRE « CASUALTY e 


AUTOMOBILE e 


INLAND MARINE 








open because of heavy turnover. 
Close liaison between the person- 
nel department and the electronics 
system planners can allow for ab- 
sorption of this first group into 
new and similar type work. 

There is no problem in satisfac- 
torily relocating the skilled senior 
people of the third group either. 
Being flexible, experienced and 
adaptable to new situations, they 
are always in demand. Again, 
close liaison with the personnel 
department is sufficient. 

The most troublesome person- 
nel relocations generally will be 
in the middle group. These people 
are somewhat inflexible, and there 
are generally fewer job openings 
in comparable job levels for per- 
sons with their qualifications. Con- 
sequently, the personnel depart- 
ment should expect to have to 
spend the most time on relocating 
these people. 


Stop Hiring—Temporarily 


Until all people are transferred 
to new jobs of the type they can 
fill, the personnel department 
should temporarily discontinue 
new hiring except where there is 
no one else within the company 
capable of filling a specific job. 

Perhaps as important as any- 
thing else is the fact that the 
large scale electronic data proc- 
essing systems are destined in the 
long run to benefit mankind just 
as every business’ invention 
throughout history has contrib- 
uted to our material progress. 

Although it is almost enough to 
say that these machines will re- 
place repetitive office procedures, 
they also enable productivity to 
increase, and this process creates 
more jobs. The increasing use of 
automation in the factory and in 
the office can lead to the same in- 
productivity and de- 
creases in labor that 
have been enjoyed in increasing 
degree ever since the start of the 
Industrial Revolution. 


crease in 
hours of 


The future for human beings 
in the office and elsewhere—is 
definitely brightened with the de- 
velopment and growth of elec- 
tronics. Perhaps that is the most 
exciting thing that can be said 
about these systems. 
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These Names Make News 


Continued from page 10 


James Muir, chairman and presi- 
dent of Royal Bank of Canada, 
was recently elected a director 
of Metropolitan Life. 

Arthur T. Lee, retired business 
executive, has been elected a 
director of Northwestern Mu- 
tual Insurance, Seattle, Wash- 
ington. 

F. J. Shields and E. J. Renkey 
were recently elected secreta- 
ries of National Union Fire, Na- 
tional Union Indemnity and 

Birmingham Fire. Both were 

formerly assistant secretaries. 

L. H. "Doc" San- 
ford has been ap- 
pointed  secretary- 
treasurer and a di- 
rector of Preferred 
Insurance. He has 
served the Michigan 
Insurance Depart- 
ment as first deputy 
commissioner and 
chief examiner. 


Howard Miller was named direc- 
tor of ordinary agencies at the 
western home office of the Pru- 
dential in Los Angeles, Calif. 
Formerly he was manager of 
the company’s agency in Day- 
ton, Ohio. 

Lyman R. Whelan has been ap- 
pointed superintendent of agen- 
cies for Berkshire Life. Previ- 
ously he was manager of a brok- 
erage office for Connecticut 
General. 

Albert K. 


appointed assistant superinten- 


Baylow was recently 


dent of agencies for Security- 
Connecticut Life. He is a for- 
mer general agent for Lincoln 
National Life in Towson, Md. 
Carl M. Austin, former assistant 
district manager for Metropoli- 
tan Life in Waterville, Maine 
has been named assistant direc- 
tor of agencies for Maine Fidel- 

ity Life. 
Harry M. Walker was elected sec- 
retary and manager of the 
claims department of American 
Equity Insurance Group. Mr. 
Walker previously served 20 
years with the Kemper Group, 
Continued on page 58 
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REINSURANCE 


A continuing relationship 


and the advantages of dealing with 
America’s oldest and largest stock 


Insurance Company of North 
America is the nation’s leading in 
dependent market for reinsurance 
The position it holds in this field 
and the stability it maintains make 
a continuing relationship advanta 


fire insurance company 

We invite you to discuss your Re 
insurance requirements with us 
Write or telephone our Reinsur 
ance Department. Or, if you use the 
services of a Reinsurance Broker, 
ask him to discuss your problems 
with us. 


geous to you. 

With capacity and experience 
the North America Companies pro 
vide diversification and strength 


REINSURANCE DEPARTMENT 
NORTH AMERICA COMPANIES 


Insurance Company of North America 


Indemnity Insurance Company of North America 
Philadelphia 1, Pa. 
Rittenhouse 6-7900 


x Philadelphia Fire and Marine Insurance Company 
Protect what you have O 




















i. ognized throughout 


the world over 234 yeors for Wi 


its outstanding service 


CACHAN GE 
ROYAL EXCHANGE ASSURANCE etn Cay Group 


PROVIDENT FIRE INSURANCE COMPANY 
THE STATE SSURANCE COMPANY, LTD 
CAR AND GENERAL INSURANCE CORP., LTD 
Representatation in Principal Cities and Towns of the United . 
States and in Most Countries Throughout the World 


11t JOHN STREET, NEW YORK 





. 
excellent! 





* Agency relations are excellent 
as proved by our reputation 
for prompt service and 
attention to details. 


NATIONAL UNION 
INSURANCE COMPANIES 








PITTSBURGH © PENNSYLVANIA 


57 








These Names Make News 


Continued from page 57 


the 
firm’s claim department in Chi- 


holding various posts in 
cago. 


III, 


named assistant to the president 


George Faunce, has been 
of Afco Inc., fire and casualty 
organiza- 
Denton, Jr., 
appointed 


premium financing 


tion. Edward L. 


has been genera! 


counsel and Joseph T. Foster, 
Jr., publicity director. 

H. van B. Cleveland has joined 
John Hancock Mutual 
executive 


Life as 
with staff 

Formerly he 
director of 


assistant 
responsibilities. 
was assistant re- 
search, Committee for Economic 
Development. 

M. “Murray” Brown has been 
named agency supervisor by Old 
Republic Life, in charge of de- 
velopment of the company’s or- 
life program. He 
an assistant agency manager in 


dinary was 








commensurate 


ETC’. Each’pr 


Learn how A 
4 
ican meet the 


EMPLOYEES 
THAT COUNT 


Use the 
Handy Coupon 





— a eel 


American Casualty Company 
412 Washington Street, Readin 


Gentlemen 


Name 
Address 





DESIGNED for. . . 
His Most Valuable 


Valuable employees need more than an “assembly 
/ : 

line” plan of Hospital and Medical Insurance. In ad- 

dition, they require a “sound, liberal Income Plan 


will provide security in the event of disability by ac- 
° 4 
cident or sickness 
‘ ¢ . 
American's Key Man coverage has been designed for 
each prospect receives individual attention 


typeof attention that produces satisfied clients. 


Even those with as few as 5 employees. Write today 
for complete details. 


Pp  Speree Casualty 


Send me complete details about KEY MAN. 


Asset, ETC* 
tg 


with their responsibilities. One that 


ospect presents a different situation and 
. the 


merican Casualty Key Man Insurance 
requirements of your choice prospects. 


COMPANY 
Reading, Pennsylvania 


g, Pennsylvania 








Kansas City, Mo., for Equitable 
Life. 

Frank E. Quinn, assistant man- 
ager of Veterans Administra- 

tion Insurance Center, Washing- 

ton, D. C., 


to manager to succeed Lewis C. 


has been promoted 


Cook, retiring. 
Larry Hansen and Charles R. Ed- 
wards will serve as_ regional 
specialists in accident and sick- 
Mutual of 


will be 


ness insurance for 
New York. Mr 
Western region specialist at 
San Mr. Edwards 


will be Central region special- 


Hansen 


. 
Francisco 


ist at Chicago. 


M. Kennedy 
has been promoted 
to executive director 
of public relations 
and advertising for 
Prudential. He ad- 
vances from adver- 
tising and publica- 
tions director. 


Henry 


. V. Cantey has been named act- 


ing manager of the Georgia In- 


Rating Bureau, 
Dennington, 


loan 


spection and 
succeeding E. H. 
retiring. Mr. Cantey is on 
the 


Rating 


Inspection 
which 


from Alabama 


and Bureau, of 
he is assistant 
Milton Acker, manager of the Gen- 
Na- 
Casualty Un- 
died on August 14 
York City after a short 
illness. He was 64. 
Richard S. Haggman has been ap- 


manager. 


eral Liability division of 


tional Bureau of 
derwriters, 


in New 


advertising 
Mutual Life. 
public rela- 
Kansas City 


pointed director of 
Northwestern 
Previously 


for 
he Was 
for 


tions director 


Life. 


Paul Light, CLU, 
has been appointed 
superintendent of 
agencies for Pan- 
American Life. Pre- 
viously he served as 
manager of New 
Orleans office for 
Travelers. 


Dr. Jacob L. Weinstock has been 
appointed medical director for 
United States Life. He ad- 
vances from associate medical 
director. 

Harry ©. Meeker and Sam Klein 

the staff of the 


Insurance Institute as 


have joined 
Health 
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public relations specialists. Mr. 
Meeker was fermerly assistant 
director for Columbia College 
Development Office, and Mr. 
Klein, consultant on written 
‘and audio-visual information 
materials with National Tuber- 
culosis Association. 

Roy C. Kern has been appointed 
director of personnel develop- 
ment of Insurance Company of 
North America Companies. He 
recently served as deputy un- 
derwriter in the treaty reinsur- 
ance department. 

Douglas B. Hall, General Accident 
Assurance, has been elected 
president of the Independent 
Fire Insurance Conference. 

M. Wallace McCutcheon, Q.C., has 
been elected chairman of the 
board of National Life Assur 
ance, Canada. 

Hugh H. Murray, Jr., president of 
Associated Insurers, Raleigh, 
N.C., has been elected president 
of American Institute for Prop 
erty and Liability Underwriters 
to succeed Guy T. Warfield. 

John A. Kluwin was recently in 


stalled as president of the 


International Association of In 
surance Counsel. 


W. Frank Hancock 
has been named di- 
rector of agencies 
for Cosmopolitan 
Life Mr. Hancock 
was formerly with 
LIAMA as a mem- 
ber of the company 
relations staff and 
consultant for 20 


U. S. life firms. 


William Goodman was reelected 
president of National Associa 
tion of Public Insurance Ad 
justers. He is’ president of 
Goodman-Gable-Gould, public 
adjusting firm in Baltimore, Md 

Gilbert L. Kerr, vice president of 
the America Fore Group, has 
been elected chairman of the 
board of National Automobile 
Underwriters Association. 

Lawrence W. Jackson has resigned 
his post as executive director of 
the General Agents and Man 
agers Conference of the NALU 

James T. Cavanaugh and Clement 
B. Rusch have been promoted 
by the Prudential from asso 
ciate directors to directors of 
agencies. 
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Things every 


Your insurance hsustaeas deed 
should know 


needs a regular —No. 83 





check-up, too... 


A yearly visit to your doctor is good preventive me dicine — and so is a reg- 


ular annual check-up of your property or liability insurance. Here's why... 


V Property values change over the years. A check up will reveal 


whether you've got loo little protection, or too muc h. 


J Court awards in liability cases continue to rise, A check-up now 


may spare you worry and financial embarrassment later. 


If you have made important additions to your home or personal 


property, a check-up will make certain that these are covered, 


Newer, more comprehensive insurance policies are being designed 
from time to time. A check-up may point out better, broader cover- 
age for you, at less cost, 





Of course the man to see for your insurance check-up is your local inde- 
pe ndent agent or broker. He'll be glad to he Ip you his job is to give indi- 
vidual, pe rsonal insurance advice to anyone who needs it. Ask him, too, about 


the new, broader insurance now being offered by the Atlantic Companies. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 


Baltimore + Boston Cha 
Houston + Indiana; 
Philadelphia + Pittsbur 





Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 








This advertisement appears in the Country's leading newspapers 





HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 


ARTHUR M. HAIGHT, Presiden: 
INDIANAPOLIS 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New York 6, N. Y. 
HAnover 2-5840 





























uevestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


The Battle of Inflation and Deflation 


OU have probably heard a con- 
mee amount of conversa- 
tion lately on the subjects of in- 
flation and deflation. The fact 
that these subjects are being men- 
tioned is a good indication that 
money policies are attracting more 
interest and arousing more specu- 
lation as to what can or cannot be 
done about them. 

In financial circles there are two 
well defined schools of thought. 
One believes that Government con- 
trol of the flow of money can ex- 
pertly guide the economy like an 
experienced rider on a_ spirited 
horse. The other says that a boom 
always over-reaches itself, and 
that present banking figures are 
beginning to show it. Both have 
plausible arguments and both, at 
times, get fairly well worked up 
over presenting the point of view 
they support 


Inflation Defined 


First of all, we must remember 
that inflation is not a too well de 
fined word, whereas deflation is 
well understood. The mere men- 
different 
thoughts in the minds of different 


tion of inflation arouses 


people. A European, for example, 
or one with European experience, 
immediately thinks of inflation as 
a flight from the currency. That 
is what has happened in Europe 


60 


and other parts of the world many, 
many times in the past. The result 
of this kind of thinking is that 
people rush to get property that 
they think will have future value 
regardless of money value within 
the country. 


Effect on Income 


Others think of inflation as a 
constant increase in the cost of 
the things they must buy. Those 
fixed 
about the declining 
power of the money they receive 


living on incomes worry 


purchasing 


from pension funds, Social Secu- 
Then there 
are people who think a moderate 


rity or investments. 
amount of inflation is always de- 
sirable, that it keeps the economy 
pepped up, creates an active flow 
of money and for awhile makes 
everyone feel good. The trick, of 
course, is to keep the inflation 
moderate. 

Deflation, on the other hand, af- 
fects most everyone in a rather 
depressing manner. We see only 
t slow down in business activity, 
possible curtailment of jobs and 
less money to spend. Even though 
the prive of goods may recede and 
make the purchasing power of the 
available dollars more valuable, 
still there is a resentment against 
keeping the lid on easy money. It 
eems most people in this country 


like to have more dollars coming 
in and give minor thought to how 
much those dollars buy. This su- 
perficial thinking may change as 
a larger percentage of the popu- 
lation starts drawing pensions and 
Social Security. 


Financial Outlook 


Now to get back to the argu- 
ment as to the present outlook. 
Today we have a situation where 
the amount of available money is 
getting less and less in relation 
to the demand for money from our 
present active economy. The banks 
are loaning more and more, with 
the result that nearly half of the 
available bank assets are repre- 
sented by loans on the books of 
the banks. The banking system 
has only two places to put funds 
that are received from depositors, 
either into Government bonds or 
commercial loans. 

Obviously commercial loans, in 
case of any slow down in business 
activity, are not as liquid, as a 
backlog for deposits, as Govern- 
ment bonds. Government bonds 
can always be sold to the Federal 
Reserve or discounted with the 
Federal to take care of any de- 
posit demand. Loans, on the other 
hand, must be called, and in the 
calling the debtor may have to 
scramble around to find the neces- 
sary funds to reduce or pay off 
the loan. This might result in a 
number of pressures being built 
inventory 
sales or insistence on outstanding 


up, such as distress 


accounts receivables being paid 


more promptly. 
High Bank Loan Ratio 


This high 
loans to total bank investments, 


unusually ratio of 
which has been accentuated dur- 
ing the last year, has aroused 
fears among those who believe 
such extension of credit stimulates 
the boom, which we are having, 
and in time can only bring on a 
painful adjustment of values. This 
is the standard theory of money, 
the theory that counts on the pres- 
sure of interest rates to prevent 
an excessive use of credit and an 
over-extension of the boom. In- 
terest rates could rise to a point 
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where commercial loans would be 
slowed down and thereby act as a 
check on expansion and develop- 
ment and bring on a recession or 
adjustment period of unknown 
magnitude. 

This view of tightening money 
rates, however, is not shared by 
all who are interested in the part 
played by money in the economy. 
An expanding economy, they 
claim, particularly one that is en- 
tering new fields, in automation, 
atomic energy and electronics, as 
well as applying new methods to 
old products, needs a constant flow 
of money, and the Government 
should see to it that this steady 
flow of money is available. In the 
opinion of some, the fact that 
debts are increasing, both com- 
mercially and with the individual, 
is of no great concern so long as 
the goods produced are expanding 
and our total production of wealth 
is rising along with it. 


People Want More 


There is little doubt that, with 
our increasing population, greater 
distribution of wealth and a social 
outlook where people want more 
and better things, the business 
world is faced with a mammoth 
job of providing the products 
wanted and doing it as efficiently 
and cheaply as possible. Even 
with this source of demand, how- 
ever, there conceivably is a limit 
to which credit can be used to 
implement the production and dis 
tribution of goods, without enter- 
ing the realm of printing press 
money. What this limit is is not 
as yet discernible, but it is the 
general expectation of those who 
believe in the power of the Money 
Managers that the Federal Re 
serve will be able to slow down 
the credit demand and loosen it 
again, without causing any major 
upset to business. 

This ticklish operation may be 
possible, and the results obtained 
in 1949 and 1953 would indicate 
that some success can be assumed. 
The procedure, however, is similar 
to turning on and turning off a 
spigot. We all know that a spigot 
can be turned off so quickly that 
the resultant pressure might break 


Continued on page 62 
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TELEVISION NEWS FROM PRUDENTIAL 


THE NEWS: A dramatic, new 26-part series show- 


ing the development of flight from the early days of 


‘ c 
Rickenbacker and Lindbergh up to the present jet 6 igure 


age to be seen as part of the “You Are There” series. THE TITLE: 
“Air Power.” propucen BY: CBS Public Affairs in full cooperation 

with the U.S. Air Force. NARRATED By: CBS News Correspondent, Walter 
Cronkite ... plus Winston Churchill, Art Carney, Michael Redgrave 
Jimmy Doolittle and Eddie Rickenbacker. THE sources: 300 million 
feet of film from the U.S. Air Force, The Royal Canadian Air Force, 

The Library of Congress, The U.S. Navy Film Depository, the U.S 
Army Signal Corps, virtually all newsreels, and captured 

German and Japanese films. THE First sHOW: “The Day North 
{mericals Attacked” a special one hour show including 

General Twining and all members of the Joint Chiefs of Staff 

rHE NEXT 25 sHows: Half-hour programs—dramatic filmes 

from both World Wars and Korea—the stunt fliers of the 

twentie the supersonic age. THE DATE: First of the 26 

Sunday shows will be aired on November Ll, 1956 


at 6:00 P.M. est. THE NETWORK: CUS-TV. THE SPONSOR: 


The Prudential Insurance Company of America 
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pportunity 


4 8 as necessary aS opportunity itself. 
Ambitious men have recognized and 
grasped the Southland Life 
opportunity and it has led them to 
greater earnings, advancement and 
keener job satisfaction 
The Southland Life opportunity exists 
today for men seeking to better 


their futures. 


= Southland ; 
ONE BILLION DOLLARS ou an Serving | 
Life Insurance Bay 
Home Office ¢@ Dallas 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e@ GROUP 


INSURANCE IN FORCE 


60 Branch Offices 
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Consulting Actuaries 
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Investments 


Continued from page 6? 


a connection. We also know that 
too light a hand on the spigot can 
result in a steady leak which even- 
tually wears down the washers 
and causes trouble. The hand that 
turns the credit spigot must pos- 
sess a high degree of courage, be- 
cause what is good for the econ- 
omy may not be politically or so- 
cially popular. 

All this adds up to the worries 
that we are likely to have with us 
more or less constantly from now 
on. Will inflation get the upper 
hand through the steady rise in 
debt and the demand that more 
money be made available to the 
economy? Will the Federal Re 
serve, in trying to prevent this in- 
flation from getting out of bounds, 
apply too heavy a hand and bring 
on a check to business confidence 
and the unpleasantness that goes 
with any business recession? 

With the tremendous produc 
tive capacity of this country, it 
would seem unlikely, given rea 
sonably intelligent control of the 
finances of the nation, that we 
could have an inflation of the type 
that has eventually devasted many 
nations of the world. Equally un- 
likely is the chance, under the 
Money Managers, that money 
would be permitted to become so 
scarce as to suddenly check a 
prosperous period, or once checked 
to permit a recession to gather 
momentum. Such assumptions, 
however, are based on the hope 
that both inflationary and defla 
tionary pressures can be kept in 
reasonable balance. 


Problem: Up or Down 


If you wish to let your thoughts 
run on the possibility of serious 
inflation, you can build up quite a 
case—rising wages, rising prices, 
too much debt and a final loss of 
balance. Conversely, if you stick 
to the past records of the banking 
figures you can convince yourself 
that we are practically on the 
threshold of a severe contraction 
of credit, and consequently busi- 
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ness activity. Both thoughts are 
tenable, but neither takes into con- 
sideration the tremendous, though 
possibly temporary, power of the 
Money Managers, through the Fed- 
eral Reserve, to vary the amount 
of money available to the econ- 
omy. 


Availability of Credit 


This availability of credit is a 
potent influence and although it 
is true that the Federal Reserve 
can make money available, confi- 
dence in the future is required to 
encourage business and the buying 
public to use it. All we need do is 
look back to 1930 and 1932, when 
ample funds were around but no 
one wanted them. You can’t make 
business use money if the future 
isn’t encouraging, and apparently 
you can’t make individuals borrow 
money to buy refrigerators and 
cars if job security isn’t assured 

The argument over inflation and 
deflation will wax and wane. As 
investors we should watch the 
trends carefully, since money is 
an essential ingredient of expand- 
ing business. We cannot afford to 
put complete faith in the banking 
figures, nor can we rely wholly on 
the wisdom of the Federal Reserve 
to maintain a perfect balance in 
the ebb and flow of money to the 
economy. 


Investing Carefully 


Under the circumstances, an in- 
creasingly conservative  invest- 
ment policy would seem most logi- 
cal as our prosperous era contin- 
ues. Although the long term fu- 
ture may be bright, there will cer- 
tainly be air-pockets along the 
way. 

You cannot persistently ride a 
horse at a gallop without winding 
him. Nor can you pump money 
constantly into the economy with- 
out inflation. Both need a check- 
rein to supply a rest period for 
further advance, but a checkrein 
is not popular either with a horse 
or the general public. Wisdom is 
required in applying the checkrein 
and, unfortunately, investors must 
evaluate the scope of that wisdom, 
because the battle of inflation and 
deflation will be with us con- 
stantly. 
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TALKS ABOUT SUPER SERVICE 
WHAT DOES IT MEAN? 


Well, let's put it this way. Remember not so long ago 
when it was a real chore to do the week-end shopping involv- 
ing separate calls at the fruit stand, grocery store, fish market, 
bakery, etc.? It seemed to kill a whole Saturday afternoon 

Because people demanded faster and more efficient service 
the super market was born, making it possible for shoppers 
to buy all of their food in one place. 

In the insurance industry, you might say State Mutual's 
nationwide agencies are something like these super markets. 


Every type of personal insurance—ordinary, group and non- 


can sickness and accident—is available in our ‘‘one-stop” 
agencies. 

And you'll like the reception you get from our technicians, 
be your case small and routine or large and complicated. 
We'd like you to try our super service. 


STATE MUTWAL:-LIFE 
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These Monthly Letters Are 
Imprinted Especially For You To Create Prestige: 


Write for Sample Copice 


CHARLES D. SPENCER & ASSOCIATES, INC., Publishers 


180 W. Adams Street, Chicago 3, IIL. 











INSURED PENSIONS . . . EM- 





PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


USE REPLY CARD ON PAGE 67 


For additional free information on one 
or more of these items, detach the reply 
card, Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail, 

This reply card is not an order blank. 
It merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











Commissioners’ Directory 


National 
pendent Insurers has developed a 


Association of Inde- 
mimeographed list of key person- 
nel and their assignments in each 
state insurance department, and 
in District of Columbia, Alaska, 
Hawaii and Puerto Rico. 

The roster tells whom to see in 
each department about insurance 
ecurities, licenses, charter pa- 
pers, bonds or annual statements; 
and filings for automobile, burg- 
lary and theft, fidelity and surety, 
fire and allied lines, general lia 
bility, glass, hail, inland marine, 
and workmen’s compensation. The 
booklet will be sold to non-mem- 
bers of NAIT for $1.00. 


Por Further lnformation Cirele 72 on Card 


Atomic Risk Papers Published 


Papers presented at the Atomic 


Risk Forum in May of this year 
bound into the first 
Supplement to the Annals of the 


have been 


Society of Chartered Property and 
Casualty Underwriters. 

Five outstanding specialists, 
qualified to speak on the peace- 
time use of atomic energy and the 
business of risk bearing, delivered 
the papers. Topics discussed are 


atomic risk and safety engineer- 


64 


ing, background and development 
of atomic risk insurance, fire in- 
surance problems in the atomic 
age, casualty insurance in the 
atomic age, and Insurance in the 
Atomic Age—A Buyer’s View. 
Authors include Reuel C. Strat- 
ton, assistant superintendent of 
compensation and liability indem- 
nity departments of Travelers; 
William J. Satterfield, Jr., chief of 
insurance section of U. S. Atomic 
Energy Commission, and Ambrose 
B. Kelly, general counsel of As- 
sociated Factory Mutuals. 


For Further Information Cirele 73 on Card 


Index Slides Under Telephone 
A new index holder for listing 


telephone numbers is made of 


Bakelite rigid vinyl sheet and 


New Index Holder 


slides from beneath the telephone 
itself. The compact unit provides 
space for up to 200 names and 
numbers. 

Only a small, black tab shows 


INSURANCE 


in front of the telephone when the 
index is not in use. A pull of the 
tab brings out the 7144, by 2% inch 
ruled sheets on which names and 
numbers may be written or typed. 
The tab is ideal for imprinting of 
advertising messages, names or 
trademarks. 


For Further Information Circle 74 on Card 


1956-57 CLU Booklet 


The 1956-57 Announcement of 
the CLU Study Program and Pro- 
fessional Examinations has been 
released by the American College 
of Life Underwriters. This year’s 
booklet also carries the complete 
“Suggested Reading List” for the 
revised CLU curriculum. 

Subjects considered include 
American College, 
significance of the CLU, require- 


aims of the 


ments for attaining the CLU de- 
textbooks 
and study materials, preparing for 
examinations and _ the 


gree, fees, suggested 
coopera- 
tive fund. Also included is a eal- 
endar of dates important to the 
CLU candidate. 


For Further Information Circle 75 en Card 


Almanac Boosts Mutual Insurance 

Orders are now being received 
for the 1957 American Family Al- 
manac, endorsed by National As- 
Mutual 
Companies and National Associa 


sociation of Insurance 
tion of Mutual Insurance Agents 
An excellent promotional device 
for mutual insurance, the almanac 
features historical highlights for 
each month, household hints, a 
complete calendar, measuring 
tables, recipes, and fishing dates. 

Almanacs may be used by com- 
panies as a year end mailing to 
policyholders, as a medium for the 
company annual report and state- 
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NOW 


3 true photocopies in a minute 
— 3 times as fast as before — 


with the new HIGH-SPEED DRI-STAT! 


Now you can make three accurate, transfer-type 
photocopies every 60 seconds 


three times as fast as ever before 


Dri-Stat engineering has developed a practicaf? 
efficient, high-speed photocopy printer and 
combined it with exclusive “Auto-Feed” processing 
that takes the paper from your hands and 
automatically processes It at precisely the correct 


speed and in perfect registration 


For large-volume photocopy users, the new 
High-Speed Dri-Stat gives much lower photocopy 
costs with no sacrifice of quality. Paper wast 

is eliminated. Trained operators are not required 
Like all Dri-Stat machines, High-Speed Dri-Stat 
copies anything better pencilled notations, 


halftones, colored inks, forms, charts, etc 


With the High-Speed Photocopyer, 
ou vet all of the regular Dri-Stat 
features, too Bright-Light 


operation for any location in your office 


uch simple design that anyone become 


i photocopy expert after brief instruction 


Fill in the coupon below to see hov 
the High-Speed Dri-Stat can reduce the 
clerical load in your office and 


“ave you money, too, 


wR, SRN RO A ST AT SAT ce NE RL MEN Tm 
Peerless Photo Products, Inc., Shoreham, Long Island, N. Y. 


| should more about your High-Speed Dri-Stat Photocopy 


ike to know 
process Please send me your catalog 
| should like to see the Dri-Stat operate in my own office under 
my normal office ghts Please have your nearest distributor 
Name 
— 
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FASIEONS ALL TYPES OF 
PAPERS SECURELY AND NEATLY 


One Outlay—No Clips to Bay Dealer 


IMPROVE YOUR OFFICE 
WITH 


1. Dee-R-Tee 
Type 
Clean 

Keeper. 


Airchamber 
Sound 
Absorbing 
Cushion 


3. Cop-e-Eez 
Copy Board 
and 
Line 
Finder 


Lansdale Products Corp. 
BOX 568 — LANSDALE, PENNA. 








THE \ 

STURGIS | with scuff-proof r 
12065-G | self-leveling fiber glass bas 
Neat Trick: T'ilt back and still -kee p 


your feet on the ground. Thanks 
lo STURGI-TIL1 


control 


POSTURE 
CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY 


Sturgis, Michigan 


Products and Services 


Continued from page 64 


ment, or may be supplied to the 
agency force for promoting acci- 
dent and loss prevention. Agents 
may use the publication as a piece 
to leave with prospects, as a gift 
to policyholders and_ prospects 
during the year end holiday sea- 
son, and as a prospecting piece. 


for Further Information Cirele 76 on Card 


Life Stocks as Investments 
“Life Insurance Stocks as In- 
by Sidney Scott Ross, 


discusses the present state of the 


vestments,” 


life insurance industry and takes 
a look into the future. Published 
by Sidney §. Ross Company, in- 
vestment and securities firm, the 
12-page booklet explains why life 
tocks are attractive, with consid- 
eration given to expanding popu- 
lation, room for further expansion 
and safety of capital. Regulation 
of the industry and limitations of 
life stocks are also detailed. 


For Further Information Cirele 77 on Card 


PR Package for Salesmen 


A packaged public relations pro- 
gram for the individual salesman 
takes the form of a Sales-Maker 


kit containing 250 personalized 


PR Package 


correspondence cards in ten cate- 
rories, according to Culver Prod- 
ucts Company. 

Cards in the kit cover anniver- 
condo- 


sary, apology, birthday, 


lence, congratulations, contacts, 
get-well, meeting new people, mis- 
cellaneous, and thank you. 

A booklet titled “Personal Pub- 
lic Relations and Publicity” is fur- 
nished with the kit. Sections deal 
with how to develop friendly con- 


tacts, what to say in writing to 


friends and contacts, and how to 
get personal publicity in news- 
papers, magazines, trade journals, 
radio and television. 


For Further Information Circle 78 on Card 


Making Hospitals Fire Safe 

National Board of Fire Under- 
writers has released a new book- 
let which presents in brief form 
the essential elements of fire safe 
hospitals and gives recommenda- 
tions for obtaining fire safety in 
both new and existing hospital 
buildings. 

“Fire 
edes the earlier publication of 
the National Board, entitled “Fire 
Prevention and Protection as Ap- 
The 30-page 


Safe Hospitals” super- 


plied to Hospitals.” 
pamphlet contains illustrations, a 
list of safety rules, an inspection 
blank for hospitals, and a list of 
references to other NBFU infor- 
mation. 

include new 
improving 
buildings, fire 


Topics discussed 


hospital construction, 
existing hazards 
and their safeguards in new and 
existing buildings, fire protection 
facilities, and fire drills. 


For Further Information Circle 79 on Card 


Data on Overseas Investing 


Operating policies and 
dures of the International Finance 
Corp., new affiliate of the World 


Bank, are described in a newly is- 


proce- 


sued booklet. Purpose of the pub- 
lication is to inform the world 
financial and industrial commu- 
nity of the types of investment 
the corporation is interested in 
making and to tell what kind of 
information the IFC will require 
from firms wishing to attract in- 
vestment of the corporation’s 


funds. 


For Further Information Circle 80 on Card 


Public Official Bonding 


Detailed information on how the 
insurance agent may get his share 
of the public official bond business 

particularly during the preelec- 
tion period—is contained in the 
August 17 issue of Standard Ser- 
vice, an agent’s paper published 
by Standard Accident. 

“Ballot Time is Bond Time” tells 
what information the agent needs 
official bond 


to develop public 


business. Bonding subordinates, 


Continued on page 69 
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Book on Property Coverages 


1) 
“ 
a> 
221 
o> 
a a4 


297 


212 
< 


4 
19 


A volume dealing with such property insurance topics a 


> 


proper contract, rates, contract extension to marine and 


transportation coverage, and crime, boiler, glass or autumou 


73 82 


bile protection has been released by Prentice Hall. 

“Fire and Property Insurance” by William Rodda, CPCU, 
covers the entire field of insurance against the loss of prop 
erty. A special feature is chapter 25 which delves into the 
revolutionary changes resulting from multiple-line coverage. 
Principles underlying combination of many coverages into a 


46 55 64 


37 


single package are clearly explained. 
Fire insurance is outlined in Part 2 of the book, exten- 


28 


sions of fire policy coverage in Part 3, marine and tran 


19 


portation insurance in Part 4, miscellaneous property lo 
coverages in Part 5. Fundamentals of insurance on property 


10 





are considered in Part 1, and general insurance problems 
in Part 6. 


1 


Send me more information on items circled below from your October, 1956, issue. 


Street Address 


Remorks 
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Investing in Life Stocks 


“Life Insurance Stocks as Investments” has been i he 
by Stanford University Graduate School of Business as th 


ninth publication in its business research series. Author } 


36 


34.9 P.L.&R 


New York, N. Y 


James T. S. Porterfield, assistant professor of businé 
administration at Harvard University Graduate School o! 
Business Administration. 

Mr. Porterfield appraises the life industry from the stand 
point of the investor in stocks. Designed to appeal to indus 


N. Y. 


FIRST CLASS 


Permit No 
(Sec 











trialists, investors, investment bankers, financial organiza 
tions, and others, the book reviews characteristics, prospects 


and performance of life insurance companies. 


CARD 


New York 14, 


Two contributions in the book are presentations of 


tions on earnings and indexes of stock performance 


P. ©. Box 68 
Village Station 


topics include investment policy and performance, 
tions of life company investments, and estimate 
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Bookshelf (Continued) 


“Management for Tomorrow" 


SSANISOG 


ideas expressed by America’s top executives at the eighth 
annual conference of The Society for the Advancement of 
Management have been recorded in ‘Management for To- 
morrow,’ recently released by Chilton Company. 


Alddad 


‘The volume presents views of men such as H. Thomas 
Hallowell Jr., president of Standard Pressed Steel; Vernon 
LU). Northrup, executive vice president of Philadelphia Food 
Distribution Center, and G. Raymond Killian, general audi- 
tor of Philco, Topics include Control by Incentives, De- 
veloping Managers, Internal Audit, and Integrated Data 
Processing. 
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How to Sell, Why to Buy 


“Tomorrow—Your Family and You” is a small book (86 


pages) of brief, pithy articles by a man long in the life 
insurance field. Published by Vantage Press, the volume is 


written by Paul Wechsler Sr., associated for 33 years with 
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l’idelity Mutual Life, Philadelphia, Pa. 

His series of items—-some ag short as six or eight lines- 
tell in a personal way how to sell and why to buy life insur- 
cele- 


ance. Snappy headings like “love is the joy of giving, 


6 
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brating real holidays,’ and ‘a doctor’s prescription” draw 


di 
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the reader into observations on a wide range of subjects in 
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cluding investment, education, retirement and death benefits 
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AMA Marketing Publications 
hese new American Management Association publica- 
tions summarize material developed from the AMA market 


is 
6s Os 


ing conference in February of this year. 
“Building and Marketing a Profitable Product Line” sur 
veys planning, pricing and distribution. Several authors, 
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08 
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such as Sherwood Dodge, vice president and general mana- 
ger of Foote, Cone and Belding, explore aspects of the topic 

“Broadening Horizons in Marketing” reviews the chang- 
ing profile of the U. S. market, describes expanding sales 
opportunities in foreign markets and discusses new chal- 
lenges for sales management. 
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Products and Services WHEN YOU SELL 
Continued from page 65 TH bE M ODERN 
providing a tailor-made bonding P E E R a E Ss Ss WAY 


program and blanket bond advan 
tages are explained. A complete 
table shows comparison of publi 


employees blanket bond forms 


bor Further Information Circle BL on Card 


Wall Dividers Give Privacy 

Semi-private office units may be 
created from open floor space in a 
matter of minutes with new di 
vider wall partitions by E. F 
Hauserman Company Latest in 
the firm’s line of movable interior 
walls, the units are of steel and 
glass construction 

Features of the divider are in 
stant, snap-in panels, quick-set 
ting leveling devices on legs, con 


cealed wiring channel, and life 


Peerle Agents do a more efficient selling job 
because they use Peerless’ modern, effective 
selling tool the “ORGANIZER” (for the sale 
of Fire, Casualty and Bonding protection) and 
“SIMPLIFIER” (for the sale of Fidelity and 


Suret Bonds) to sell client ind pro ect 


p 
more complete insurance and surety bond cov 

aue Nothin is left to chanee or memor mn 
these up-to-date elling aids that help igents sell 
more, earn more, Write for details on how 
these Peerl Sal Tools ean he put to work 


for ve 


= PEERLESS 


time baked enamel! finish. Walls Susuranee Company 


come in two type unglazed at  prrerdetrmrrendins 
KEENE. NEW HAMPSHIRE 


2 inches or floor incl ling 
3 inches from reerre A MULTIPLE LINE COMPANY 


legs, and glazed at a total height 
of 66 inches from floor A four 


inch space Is between bottom of 





all panels and floor 
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For your convenience 


Burglary Coverages Explained The reply card on page 67 of this issue can be used to obtain additional infor 


4 “Production for Profit” kit by mation about the items which are followed by card numbers in both the Products 
Fireman’s Fund explains change and Services and the Contracts and Policies departments 


in several burglary coverages re 





cently introduced, details how and 








to whom to sell burglary policies ———— —e 


and defines term uch as theft Consulting Actuaries 
fecountants 
larceny, robbery and burglary. 


Six j t > ) ¢ cr “p oduct . 4) : 

Se eee ee E. P. HIGGINS AND COMPANY 
tion for Profit” series, the publica 
‘ (Frank M. Speakman Associates) 
tion covers policies such as Broad 
Form Personal Theft, Storekeep Kugene P. Higgins Bourse Building 
Clayton Williams Philadelphia 6, Pa 
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in selling group, pensions 
and profit-sharing plans 


SEND FOR 
THIS SPECIAL 
REPORT 
TODAY 


ompiled ) 
' 


the EMPLOY! 
VIEW I mplio 


A VOO VOO 


A COPY OF THIS TIMELY AND 
FACTFUL REPORT WILL BE MAILED 
TO YOU WITHOUT CHARGE. 


Charles D. Spencer & Associates, Inc. 


Publishers, Employee Benefit Plan Review 
180 West Adams St., Chicago 3, Ill 
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The Pioneer Organization 


| COATS s 
-BURCHARD 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenve 
Chicago 40, Illinois 
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ers burglary and and 
Theft. The booklet Will 
ulso be used as a text for the next 


Robbery 
Versonal 
eries of assignments in the “Idea 
Home Study 
ducted by the Fireman’s Fund 


for burther tnformation Circle #4 


iIndex”’ Course con 
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For Business-Men-to-Be 
A booklet to 


business men has been released by 


help prospective 
he L. 5. Chamber of Commerce 


IKentitied “So You’re Going into 


business ,’ the publication is 
aimed primarily at the man who 
plans a small retail establishment 

Covered are subjects such as 
personal aptitudes and experience, 
selection of proper location for a 


new business, estimating costs, 


amount of capital needed and 
whether to buy, rent o1 
cratch. A list of 


and publications 


start from 
organizations 
helpful to the 
prospective businessman is” in 
cluded 


chambers of 


The booklet explains how 
commerce, trade as 
and government 


ociation agen 


cies can help. 


bor Lurther Information Circle 84 on Card 


Unit Copies Book Pages 


A new compact book copier by 


American Photocopy Equipment 


Company has been especially de 
signed to copy pages from books 
and magazines as well as othe 
material requiring a flat bed 
printer. 

The Apeco Dial-A-Mati« 


tat 1s 


Auto 
styled to enable snug con 
tact on any bound page to produce 
au sharp, clear copy of the entire 
page from gutter to outer edges, 
aid the 


unit, it measures only 19'% by 13 


company. A lightweight 
by 4 inches and contains a built-it 
automatic timer. 


bor Further Information Cirele 45 on Card 


Fire-Retardant Plastic Panel 


A plastic panel for use in indus 
trial construction has been devel 
oped by Resolite Corporation. Of 
fiberglass-reinforced plastic, the 
“Fire-Snuf” panels have been test 
Factory Mu 


bear the 


ed and approved by 


Laboratories and 


label of the Underwriters Labora 


tories. Used chiefly in wall day 
lighting and skylighting of build 
ings, the lightweight, translucent 
“Fire-Snuf” is shatterproof and 
light-diffusing. 
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“Safety is Good Business” 
How 


lowell 


safety pays dividends in 
insurance costs, better em 
ployee morale, increased plant ef 
ficiency and improved public rela- 
“Safety is 


tions is outlined in 


Good Business,” recently released 
by Bituminous Casualty 

The booklet 
the collateral benefits of safety 
details the 


Corp. 
20-page points up 
education and then 
steps followed in accident preven- 


tion procedures. Special emphasis 


ITUMINOUS 
TASGUALTY CORPORATI 
ROCH 18. 40 ” 


Booklet on Safety 


is given visual education, includ- 


ing use of safety posters, sound 
slide and motion picture films, spe 
cialized publications, payroll in 
serts and warning signs 
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Organizing Efficient Office 
How do you lay out an efficient 
office? 


office 


How can you analyze you 
work’? 
office 
answered in the tenth printing of 
the handbook, “Office Standards 
and Planning Book” by Art Metal 
Construction Company, described 


paper These and 


many other questions are 


by the firm as a guide to conserve 
time, energy and space 

The publication contains figures 
and statements that are standards 
of office 
from practices of a large number 


efficiency, as compiled 


of businesses Topics include 
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streamlining office methods, office 
layout and flow of work, business 
budgeting, short cuts in account 
ing work and library management 


For Further Information Cirele 88 on Card 


“Who Says You're Chicken?” 


A new pamphlet designed fo) 
mass distribution by educational 
organizations and law enforce 
ment and public safety agencie 
to combat increases in juvenile 
delinquency has been released by 
Visual Discoveries Inc 

First in a series of five quick 
reading folders on juvenile delin 
quency subjects is one titled “Who 
Says You’re Chicken?’’—the story 
of a teenager who steals a car for 
prestige in his gang and get 
caught by the police. The back 
page of the folder is blank, provid 
ing space for message of individ 
ual or group distributing it 


For Further Information Circle 89 on Card 


Employee Plans Studied 

“Which First—Pension or Prof 
it-Sharing Plan?” is the title of a 
case study of Atomic Electrochem 
Inc. by Meyer M. Goldstein, re 
cently issued by Pension Planning 
Company. 

Reprinted from Proceedings of 
New York University 14th Annual 
Institute on Federal Taxation, the 
27-page publication presents ad 
vantages of pension, profit-shar 
ing, stock bonus or thrift plans 
Subjects include variable annu 
ities, lump sum payouts, younge 
employees, and group insurance 
coverages 


For Further Information Cire'e 90 on 


Now—Custom Duplisettes 


Duplisette, the snapout second 
sheet and carbon set produced by 
Carteret Printing Company, is 
now being made in custom style 
forms to meet specific require 
ments, the company has an 
nounced 

Custom sets will be prepared in 
special color combinations, pre 
punched for filing, with company 
and department imprints, and in 
corporating other specialized data 


as may be necessary. Standard 


Duplisettes may now be purchased : 


in boxes of 100 as well as 500 and 
in goldenrod, white, canary, pink 
yreen and blue 
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ON THE LOCAL LEVEL! 


Hometown sales depend on local support... support that North 
American Accident provides in the form of a progressive line of Life 
and A. & H. policies, as well as support through sales promotion 
and advertising: 

This /ocal/ /eve/ backing is available to agents as a series of sales- 
aimed newspaper ads which are free to agents to use in their own 
communities over their own signatures. It is a plan that can work for 
you, as it has for many other sales-minded producers. 

For details about participating in the North American Accident 
local level sales support program, write: 


S. ROBERT RAUWOLF 


NORTH AMERICAN ACCIDENT INSURANCE COMPANY 


209 SOUTH LASALLE STREET @ CHICAGO 4,/;LLINOIS 


Vice President 


ea 
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es 
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eyneey OF DOING BUSINESS 


as cxpresse d 


through American 
craftsmanship 


Just a minute that’s all the 
time it takes for a Polaroid 
Land Camera to develop a picture 
When time is money, as it is 
to all our local, independent 
Agents, doing business with The 
Berkshire has several outstanding 
advantages. For example, our 
Special Agents have the know 
ledge, the experience and the 
authority to act for the Company 
in the field! This “fast” action 

, when you need it most 1S 

POLAROID another Berkshire feature 


Highlander created to make our service 
Lond Comera more valuable to you 


MUTUAL FIRE INSURANCE €O.7 
Pittsfield, Massachusetts 


SERVING THROUGH LOCAL AGENTS SINCE 18635 





CHANGES IN 


CO 


Liberalized Family Auto 


The new standard family auto 


mobile policy providing “broade 
protection at no 
additional] cost” 
but including in 
addition what the 
company calls it 
pecial Speed 
claim service ha 
been issued by the 
Aetna Casualty and Surety 

The motorist away from home 
ising the Speedclaim service kit 
can yet on-the-spot settlement of 
most automobile accident claims 
Policy coverages have been liber 
ized to provide greater protection 
for all residents of a household 
using the family car, and for in 
sured and family using cars not 


owned by them 


For Further Information Cirele 224 on Card 


Covers All—Almost 


A complete package policy 
called the Cover-All has been an 
nounced by the American Fire and 
Casualty. According to the com 
pany, all coverages except work 
men’s compensation may be in 
cluded under this polics 

Various sections of the Cove 


allied 
lines, inland marine, general lia 


All provide for fire and 


bility, automobile liability and 


physical damage, burglary and 


robbery, and dishonesty, disap 


pearance and destruction bonds 


A special rating plan for the 


contract permits 15 per cent dis- 
count from tariff rates. The policy 
may also be written for a three- 
year term which allows term sav- 
ing and the convenience of paying 
the premium annually. 


for Further Information Cirele 225 on Card 


Allstate Broad Auto Policy 


A new automobile policy has 
been introduced by Allstate, the 
complete packaye being called the 
Crusaders. 

Features of the contract include 
reimbursement of lost wages up 
to $25 a day for court attendance 
of an insured in connection with 
injury 


the defense of a_ bodily 


claim, a premium discount with 
certain parts of the package when 
car is equipped with seat belts, 
and additional coverage for in- 
sured and members of his imme- 
diate family when driving other 
cars 

For an additional charge, the 
package will provide protection 
against legally liable uninsured 
motorists anywhere, death pay- 
ment up to $15,000 for insured or 
spouse in any auto accident, and 
weekly disability payments up to 
$50 if the insured or 
totally disabled in any auto acci- 
dent 


For Further Information Circle 226 on Card 


CPA Professional Liability 


Coverage for the CPA is now 
available under a Professional 
Liability policy for Certified Pub 


spouse is 


lic Accountants, a contract re- 


cently issued by the American 


Casualty. CPA’s are insured 
against “direct pecuniary loss 
arising from claims against them 
by reason of their legal liability 
for damages caused in their pro- 
fessional capacity as accoun 
tants.” 

This holds true in the cases of 
(a) neglect, error or omission; 
(b) dishonesty, misrepresentation 
affirmative 


or fraud (excepting 


dishonesty or intentional fraud 
made or committed by the insured 
or any partner or officer 

The policy provides defense, 
covers losses arising from acts of 
predecessors in business, covers 
losses arising from delegated or 
sub-contracted work, and also ap- 
plies to individual partners and 
officers of the insured. 


For Further taformation Cirele 227 on Card 


Mortgage Payment Life 


Twenty-four months of rent or 
home mortgage payment money is 
provided a_ bene- 
ficiary under a 
mortgage payment 
life policy recent- 
ly announced by 
Michigan Life. 
Called Occupancy 
Guaranty § 1-2-3, 
the policy may be purchased for 
a three-year term similar to fire 
insurance. 

The contract provides rent or 
mortgage payment income for two 
years so a beneficiary need not be 
forced to move or sell the house 
during an economically inconve- 
nient period. Stipulations in the 
policy are that insured must be 
under 50 years and in good health, 
and the benefit payments be be- 
tween $50 and $150 a month, close 
to the monthly rent or mortgage 
payments. 


For Further Information Cirele 228 on Card 


$25.000 Minimum Policy 


American National Life has re 
leased a $25,000 minimum con- 
tract, newest in the Anico series 
of Preferred Rate minimum size 
policy issues. 

An Ordinary Life Paid Up at 
Age 95, the form will be issued 
age 0 through 70, standard and 
substandard. Typical annual rates 
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per $1,000 range from $8.50 at aye 





0 to $53 75 at aye 60 


tor Further Information Cirele 229 on Card 


Participating Life Plan 


Pacific Mutual Life has intro 
duced a new participating life A N [) 
policy, the Modified 2, which fea 


tures reduced premiums for the 


first two years. 
The Modified 2 will be issued PA | NG 
in amounts of $15,000 or more to 


men and women from ages 10 te 
65. Accident and sickness and 
other supplementary benefits may 
be added to the policy. According 
to the company, the Modified 2 
favorable cash values make the 
plan appealing to the client in 
terested in the Split Dollar plan 
or faced with tax funding prob 
lems or stock-purchase commit 
ments. 


For Further Information Circle 240 on Card 


Now It's Adjustable Life 

Two new policies have been re 
leased by Protective Life, the first 
a $10,000 minimum, low premium, 
non-participating adjustable Life 
policy and the second a Juvenile 
1-5 Life Paid Up at 65 

In the Adjustable Life Policy, 
the initial premium reduces at 
the beginning of the second year 
If the policyholder prefers to 
maintain the same premium rate, 
the policy becomes a limited pay 
ment plan. 

The Juvenile 1-5 Life Paid Up 
at 65 plan replaces the company’s 
Juvenile 1-5 Ordinary Life. Extra Boss Man says not to make much noise 
protection riders for periods of 
10, 15 and 20 vears have been about this one. 
added. Fach unit of the riders 
provides $1,200 insurance for first , 
ik soaked ick Mae seats Just to give it a nod in passing, to 


for remainder of the period 


For Further Information Cirele 251) on ¢ ' 


Phoenix Mutual Enters A & H 


Phoenix Mutual Life has an 
nounced entry into the accident 
and health field 
with the intro 


save the fireworks for 5. 


Anyhow, Continental Assurance Company 


now has four billions in force. 


duction of a new 
Major Medical Ex Thanks! 
pense plan. Cover- 
ing either an indi- 
vidual or a family 
group, the policy 
will be issued age 


anteed renev able to aye H5 











Continued on page 74 
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Contracts and Policies MONY Deductible Hospital reduced basis for insured and 
Mutual of Slow Week has on his wife in the Family policy for 
Continued from page 73 nounced issuance of a Deductible the covered losses occurring afte! 
, age 65, subject to an aggregate 
Hospital Policy, which includes sai 
} : limit of $1,000 for each person 
benefits for daily hospital room 
A variable deductible range and board, special hospital charges covered. . 
for Further Information Circle 233 on Card 
from $300 to $1,000 and a vari and surgery above first $50 of coy 
able maximum benefit from $7,500 ered hospital and related ex Teacher's Group Disability 
to ee Seyeate a = earned ow | A Group Disability Income pro- 
income of the insured. Maximum A maternity benefit, not sub- ails priar » nartis -enlace- 
benefits are payable for each dif ject to the $50 deductible, is in rae beg tetany. rt A 
ferent illness or injury for each cluded in the Family policy. Guar lege staff members who become 
covered person anteed continuable to age 65, the totally disabled before age 65 has 
Vor Further Information Circle 242 on Card policy also provides benefits on a heen announced by Teachers In- 
urance and Annuity Association 
Made possible through an appro- 
priation by the Ford Foundation, 
the plan will be issued this year, 
beginning in December. 

The coverage will permit the 
insured employee who becomes 
totally disabled a monthly income 
of half-salary or such smaller 
amount as may be established by 
a particular college. Payments 
will start six months after total 
disability and continue until age 65. 


For Further Information Cirele 234 on Card 


Selective Indemnity Policy 
Security Mutual recently intro 
duced a Selective Indemnity pol- 
icy providing either accident or 
accident and sickness coverage. A 
commercial type contract, the Se- 
lective Indemnity replaces’ the 
firm’s Modern Accident and Mod 
ern Accident and Health policies 
A unique feature of the new 
policy is its schedule-insert form, 
clearly outlining on the front 
cover schedule page the entire 


.. by option. better service—through time 
( 


gained by greater office efficiency. Just ask coverage purchased and the pre 
our Agency Management Service Division. mium. Only the coverages pur 
chased are described on the in- 
sert pase. Included in the Selec 
The Phoenix Ins. Co. pai ‘ — 
The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. such as Hospital-Nurse, Surgical, 
Minneapolis Fire & Marine Ins. Co, Non-Disabilitv injurv and Double 
Reliance Ins. Co. of Canada ° 
Indemnity 


eT ORD CROVP a 8g, Farther {nformation Clecle 235 os 


Avency Management Service Division Health Care Plan 
Phoenix of Hartford Group A Health Care Plan, announced 
10 Woodland St., Hartford 15, Conn by Equitable Life Assurance, may 
Please send me information on the following phases of my operations. be installed in any firm with 25 
Record Management ‘a Production Ideas UC] or more employees and may be 
Collection Control C] Short Cuts : new or replace existing group cov 
Name 
Agency 


tive Indemnity form are coverages 


erages. 

Empleyees in the Group are 
: given one overall coverage insur- 
Street ‘ : . 
‘ ing against the expenses of medi 

ity Zone State : 

y tate cal care, hospitalization, and sur 
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gery. Reimbursement on ; -1n 
surance basis is provided tor all 
covered medical expenses over a 
deductible up to a specified total 
such as $5,000 or $10,000. 


For Further loformation Circle 246 


Long Term Disability Plan 


A Major Term Income Policy 
has been announced by Educators 
Mutual Insurance, offering protec: 
tion against long term disability 

Use of sizeable elimination pe 
riods up to 300 weeks make 
possible moderate premiums. For 
example, standard lifetime acci 
(after 260 weeks 


elimination) and three years’ sick 


dent benefits 


ness benefits (after the first 104 
weeks elimination) cost only $30 
annually for $50 weekly income 
Accident is always lifetime, but 
sickness term may be selected by 
applicant for two, three, four on 
five years. Amount of weekly pro 
tection offered runs from $25 to 
$100 weekly. The policy is sold 
only with an annual or sem} 


annual premium payment 


For Further Information Circle 237 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card on pages 
67 and 68 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Contracts and Policies Notes 


Bankers National Life has in 
creased maximum amount issued 
on Juvenile Estate 
Plan to $50,000 for ages 1 through 
14, nearest birthday 

Connecticut Mutual Life has i 


Guaranteed 


creased limits for standard insut 


ance on male and female civilian 


lives to $750,000 on a non-prepaid 
basis at all ages and to $400,000 
on Renewable Term at ayes 25-50 
Eastern Life is now issuing a 
Preferred Risk Whole Life con 
tract with a minimum of $20,000 
as its first participating policy 
General American Life has an 
nounced that illustrative termina 
tion dividends for the Preferred 
tisk policy will increase as much 
as 70 per cent at some ages 
Guarantee Mutual Life has dis 
closed the following limits fo) 
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non-medical for males and fe 
At ages 0-9, $10,000 max! 


($10,000 in 


males 
mum; 10-35, $15,000 
Iowa and Oklahoma) maximum; 
and 36-40, $5,000 maximum. 
Indianapolis Life will now con 
sider non-medical applications on 
married women on same basis as 


men and on unmarried women 


Maximum has been increased to 
$15,000 for ages 5-30 


North 


America has reduced by 10 pe) 


Insurance Company of 


cent rates in District of Colum 


bia on all fire and extended cover 
age policies 

Midland Mutual Life has in 
creased maximum issue age from 
65 to 75 on Preferred Paid-Up 
Life at 85 and Endowment at 8&5; 
raised age limit for issuance of 
insurance at sub-standard rate 
from 60 to 70, and revised limit 
for policies issued on non-medical 
basis 

Mutual of New York has added 
to group contracts with Double 


Continued on page 76 


THE ARMY CALLS IT 


"LOGISTICS" 


on us! 


tested . . 





The science of logistics is simply the backing up of men 
in the field with all the ammunition, material and sup- 
plies they need. In this respect the army has nothing 


At American United Life, “‘logistics’’ begins with a 
full line of competitive and progressive contracts . 
backed up by practical sales tools that have been field 
. recruiting tools that work . . . training pro- 
grams—beginning—intermediate—advanced . . . and 
willing help from Home Office specialists that cuts the 
biggest life insurance problem down to size. 

Thus, firepower is maintained at an effective level— 
and this accounts for the phenomenal success American 
United men are experiencing in the field. 


AMERICAN UNITED LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS # LIFE INCOME * LOW NET 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL- 
ISTS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE, 


re 
fv 








complete ime’ 


protection ae 


from 
ONE 


source 


When you sell CONTINENTAL 


coverages, you get maximum 
volume from each contact 


For the Individual 


Personal liability 
Check forgery 
Personal effects 
Juvenile trusts 
Theft and robbery 
Aviation and foreign 
travel personal 
accident 





Accident 
Sickness 
Hospital, medical, 
surgical expense 
Catastrophe 
hospital expense 
Automobile—all forms 
Annuities 
Endowments 





For the Home 


Jed coverage 
and other perils Personal property floater 
, where permissible) 
hobbies Explosion 

ameras, proj 's Employer's liability 
ymprehensive Workmen's compensation 


re, extenc Mortgage cancellation 


ne arts. collectior 


For the Business 


Burglary and theft 

all forms 
Business life insurance 
Property damage 
Public liability 

all forms 
Plate glass 





Fire and other 
related peri! 
Automobile—all forms 
Bonds (fidetity 
surety, court) 
Group (accident, 
sickness, hospital, 
life, pensions, 
major medical) 





For Other Purposes 


Polio expense 

Sub-standard 
or impaired AH & H 
risks 

Special hazard 
and unusual AH &H 
risks of all 
descriptions 

Other coverages 


Homeowner's contracts 
Burglary and theft 
Household fire 
Other coverages 

as required 


Aviation and travel 
accident—worldwide 
Workmen's compensation 

All inland marine 
coverages 

Retrospective rating 
plans 

Excess covers 

Reinsurance—worldwide 

All other coverages 


kness, hospitalization coverages for associations, unions, and other 


school children, camps, athletic teams, debtor-creditor 


4] purposes 


lities can open up new markets 


¥ and profit by better, more complete 
letails, write Department 


320 


WITITALLL LLL 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. ¢ CHICAGO 44, ILL. 
ASSOCIATED COMPANIES: 
Continental Assurance Co. + Transportation Insurance Co. 


“America’s Department Store of Insurance” 


Contracts and Policies 


Continued from page 75 


indemnity and Accidental Death 
and UVismemberment’ clauses 


provision lor payment ol twice 
ihe benefit payable under Clause 
if a public conveyance acciden 
causes death or loss covered by 


ne clauses. 


National Life of Vermont ha 
reduced premiums on Ordinary 
Life and Graded Premium Lite 
plans and announced a minimum 
92,000 on most 


issue limit ol 


plans. 


Nationwide Life has decreased 
ratings involving many skilled o« 
cupations, principally those in tne 
$2 class. Liberalization does not 
extend to numerous hazardous o: 
cupations which still are ratable 


at this time, the company said. 


Peerless Insurance has added 
Rider to its 


Items ot 


an optional Cance) 
Specific Disease policy. 
medical expense covered under the 
policy will be paid from the first 
day of medica] attendance up to 
three years of treatment. Benefits 
will be paid up to $2,000 before 
uge 60 and up to $1,000 afte 


age 60. 


State Mutual Life has increasd 
non-medical maximum amount 
limit for ages 1 through 35 from 
$10,000 to $15,000, in all state 
except Arizona, lowa, Mississippi 
and Oklahoma 
limitations on non-medical are set 
at $10,000. 


where statutory 


Wisconsin National Life has in 
creased non-medical limits to $10, 
Maxi 


mum on all Term plans is $5,000 


000 except on Term plans 
Women may now be written non 
medically up to same limit 


men. 


Zurich-American Companies an 
nounce a new schedule of disabil 
ity benefits, in line with the ex 
panded New York state statutory 
became effe: 


disability benefits, 


tive July 1. Maximum payment 
from $33 to $40 a week and ex- 
tending of the maximum benefit 
period from 13 to 20 weeks will be 
available at no increase in rates 
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new england... 


What's New? 


Your correspondent was fasci 


tional,” a typical “Life” approach 
to the multiple-line busin ? So, 
. this is gutsy we Ci ) 

nated with a scrap of conversa : How els ee 


expect to sell insurance in today’ 


tion overheard on a commuter'’s 
train to New York City: 
“Hit Mr. 


Where he lives—right across the By the by, what is a 


market? Certainly not b tand 


Family Man _ right ard fire and casualty technique 


tandard 
heart. His home.” fire and casualty technique?” It 
Could this be, finally, an “emo is to sit on one’s eas) hil 





ELL-BALANCED COMPANY 


balance... 
the basis of good government 


In government, itt 
a balance of the executive 


legislative and judi ial branches. 


In life insurance, it i 
a balance of fundamental 
progress and alertness to 


police y holder s” re ed 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA + PENNSYLVANIA 
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one complains of high rates, low 
commission. To put it plainly, you 
and | must make up our minds 
soon on how urgent is our desire 
to serve the mass market 

May the sacred cows of the “old 
line” insurance business find 
yreener pastures with this food 
for thought: “Today is not yester- 
day in the fire, casualty, life, a 
cident and sickness insurance bus 
iness!” Not by a damned sight 

Fell this, 


agents conferences, your Bureau 


sometime, to youl 


meetings. Why must we always 
follow? The guy who copies nevet 


catches up 


Your Better Mousetrap 

The trinity of modern hard-sell 
merchandising i 

1_-Reliability of company, qual 

ity product; 

2—-Low cost; 

;— Personal service 

These fundamental points can 
not be overemphasized in sery 
market. Cau 


a competitive mas 


Continued on page 78 


\ ( \) 

\ { )) 

i i ae 
/NON-CANCBLLABLE 

GUARANTE@D RENEWABLE 


HEALTH « ACCIDENT 


AND ALL FORMS OF 


PARTICIPATING 
LIFE INSURANCE 


ESTABLISHED 1901 


MONARCH 


LIFE INSURANCE CO. 


SPRINGFIELD 


MASSACHUSETTS 





New England 


Continued from page 77 


tion: Your entire program can 
backed 
with hard-hitting missionary zeal. 


Well? 


come a Cropper unless 


A Lesson From GM 


Leapfrog to tne head of the 
class with new and original jdeas 
which could capture popular ap- 
peal. 

General Motors does not pri 
marily concern itself with patent- 
ing everything it creates, and then 
tanding still. On the contrary, 
GM, with strong research, keep 
ahead of competition by creating 
till newer ideas. Strong research 
is a firm’s best “patent.” 

Idea: Entire organization should 
be imbued with idea of creating 
ideas. Management should evalu- 


ate these ideas and implement 
them immediately; or, hold them 
until appropriate time and, then, 


evaluate and implement. 


Ideas are generated by back- 
yround reading—then letting the 


mind incubate. 


A Consumer Speaks 


Insurance should*be bought on 
a basis of whether the loss, if not 
insured, would cause serious fi- 
Each 


consumer can then make up his 


nancial embarrassment. 


own mind on the importance to 
his financial security of, let’s say, 
the loss of a camera or a set of 
volf clubs. Let’s get down to the 
essentials of a financial security 
program for Mr. Family Man. 

Why are there two kinds of in- 
urance ayents one Life, one 
Fire and Casualty? 

A majority of consumers are 
favorably disposed to the idea of 
a single agent caring for all in- 
surance needs through a single 
company. Multiple line represen- 
tation has a positive public ap 
peal. 

Express insurance in terms of 
family security and income pro- 
tection. Make life and accident 
nsurance so simple even a fire 


and casualty agent can sell it. 





By selling 

( qsualty sate 
° ars. 

ot direct write 


\icies, 


General Fir 


Home Office: 


LPHIA 
pHiLAde piTTsBurRor 


Insurance 


(A Stock Com 


1790 BroadwoY: 


+ 
through til 


e written 


e And Casualty 


pany) 
k \9, N. 2 


New Yor 
CHICAGO 


MINNEAPOL!S 


s and brokers only 


furs bY David of ° 
“ , 


“It can’t be done” is the rattle 
of a dying management. 


P ° 
Insurance, A Public Service 

In any market, what are the 
fundamental! constructive services 
of insurance? 

To educate children, to house 
widows, to retire the prudent ones 
to Florida, to buy the time you 
need to be successful, to guaran- 
tee profits to an owner, to assure 
income for a breadwinner—and, 
finally—to assure that the loss or 
destruction of those material 
things that make up the pleasant 
life of our times cannot destroy 
the family’s economic security as 
well. 

It would appear to this observer 
that the insurance people of Amer- 
ica have a dynamic message to 
tell the public. And, they’d be 
well advised to start voicing their 
message. 

As the United States embarks 
on the greatest expansion in his- 
tory, a major question facing the 
insurance business is whether or 
not it will receive its share of in- 


creased wealth 
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CPCU Meetin pany nas a psycnological advan moderated a seminas dealing with: 
9 Manage- 


tage in collecting delinquent pre- ‘Corporate Insurance 
Continued from page 42 miums. As for the argument tnai ment—Risk Management.” John D 
direct billing cuts down the Phelan guided the discussion of 
agent’s contact with his client, Mi “Reinsurance Problems.” “Per 


fession will have faced court bat- 
tles by the end of this year. New 
York City, where one of every 36 ing an insured for a premium due and Weakness” were discussed 


Martin pointed out that contact sonal Package Policies—Strength 
I £ 


doctors is involved in this kind of is not a good time to see him for under the guidance of Garret W 


law suit, is a striking example of sales purposes. Roerink, and William H. Rodda 
the situation. Apparently, the Other seminar discussions in moderated a discussion of “Fire 
public has become convinced of cluded: “The St. Lawrence Sea Rating Technique and Problems.” 
the absolute efficiency of the mira- way Project and its Impact on the Claude Rice dealt with current 
cle drugs and expects them to cure Business of Insurance” by the events in his discussion of “De- 
any disease. Failure to recovet Chicago Chapter. F. J. Flynn Continued on page 80 
health is sufficient grounds for 

ome patients to sue their physi- 


The Northern California Chap PRODUCTION POINTERS 


ter’s discussion concerned “Waste 

ful and Duplicated Costs in the TRI 7 
Acquisition of Business.” F ] ( F 
Orr of Oakland, and H. L. Martin, , AMERICAN 


dean of the School of Insurance at 
. INSURANCE COMPANIES 
Golden Gate College, San Fran- 
cisco, presented papers. 

Mr. Orr had harsh criticism foi 
the Special Agent, in his mind 


another antiquated institution 
exe Open Season 


which modern communications 

and improved business techniques 

have made obsolete. There is far 

When the hunting season begins, it’s open season for 


too wide a divergence between the 
talking about Comprehensive Personal Liabilicy 


theoretical concept of a Special Insurance to the sportsmen among your clients 
Agent and what he actually does. The membership roster of your local 
Mr. Martin stated he believes some conservation Club or sportsmen’s 
Special Agents casually refer all association will give you further leads for 
selling this inexpensive but important coverage. 
Since your prospect is interested in 

hunting, it’s easy to talk co him about the 


problems to someone in the home 
office or make unauthorized, vague 
commitments which cannot be ful- liability protection he needs for this 
filled. On the other hand, Mr. Orr ‘ activity. You can then explain other 
stated quite emphatically that the ) phases of the broad protection 
Special Agent should not be abol- ; provided for him and his entire house- 
The Fieldman should be “or * hold in the Comprehensive Personal 
trained as an underwriter either te aa Liability Policy. 
in Multiple Lines or in Specialty ony be ea 9 wi 
Lines and he should call upon alates. eae eee P — 
L ° sell this coverage with a 

producers the way a producer calls ? a minimum of efforc. Ask 
upon clients. the Zurich-American field man 
Mr. Martin was most emphatic a about this and other 
business-building aids. 


ished. 


in his endorsement of direct re- 
newal billing. The insurance com- 
pany can more easily perform this 
process with low premium poli- 
cies. This type of billing relieves 
the producer of some of his book- 
Zurich Insurance Company 


keeping problems, and gives him 
American Guarantee and Liability Insurance Company 


more time for production. When 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 


payments are made directly to the 
company, credit problems are alle- 
viated since the producer can ex- 
plain that the agency is unable to 
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Continued from page 79 
velopments in Insurance Features 
“The Flood 
Situation” was pre- 
ented by Paul Parris, while Wil 
liam H. Rodda discussed “The 
Qutlook for Mercantile Block.” 


Also included were: “Financially 


of Atomic Eneryy.” 


Insurance 


Irresponsible Motorist” by Boston 
Chapter, “State 


surance” by Kansas City Chapter; 


tegulation of In 


Cleveland Chapter discussed “Ef 


fect of Federal Income Taxes on 


” 


Premiums and Losses 


General Agents... 


NFCA Convention 


Continued from page 42 


manager, congratulated the variou 
state organizations for their vigi- 
lance in combatting legislation 
which would be harmful to their 
societies. It was pointed out that 
life companies, as such, normally 
resemble each other in their busi- 
ness policies, but fraternal organi- 
zations are governed by their indi 


Sigg ling 


AGAINST TOUGH 


Why 


It’s easier for you to beat 


competition with our unusual 


profit-building plan for General 


Agents on fire and allied lines, 


automobile physical damage and 


inland marine. 


If you are interested in a last- 


ing 


relationship and 


above- 


average compensation with a 


modern Connecticut Company 


write to: 


x, 


-130 Allyn Street « + < + Hartford 3, Connecticut 


All Inquiries Will Receive Our Immediate Attention 





vidual by-laws. Thus, a unilateral 
position on legislation is frequently 
impossible, since certain bills would 
be beneficial for one organization 
but hinder another. The associa- 
tion’s apparent position that fra 
ternal benevolent societies should 
not be taxed is under constant at- 
tack. The individual state associa- 
tions were advised to be vigilant as 
the state governments are reaching 
out in every direction to secure 
more funds. 


Luke Hart Praised 


Luke E. Hart, supreme knight of 
the Knights of Columbus and presi- 
dent of the Fraternal Congress in 
1952, was praised for his part in 
President Eisenhower’s recent proc- 
lamation including the words “un- 
der God” in the pledge of allegiance 
to the flag. Mr. Hart first moved 
the adoption of the resolution urg- 
Publie 
Law 829 to the Supreme Counse! 
Knights of 


1952, and he recommended that the 


ing Congress to amend 


Columbus in August, 


National Fraternal Congress go on 


record as favoring this same 
amendment at its annual meeting 
in Boston in September of 1952. 
Special speakers at the Congress 
were: Harvey C. Hahn, pastor of 
the Otterbein Church, Evangelical 
United Brethren, Ohio; 
and Philip C. Ebling, one of Day 


ton’s prominent attorneys 


Dayton, 


Membership Figures 


There are 179 fraternal benevo 
lent insurance societies in the 
United States and Canada. The 
membership of the National Fra 
ternal Congress of America, as of 
its last annual meeting in Septem 
ber of 1955, was 108 societies and 
33 State 
Sixteen nationalities 


Congresse 
(other than 


were represented 


Fraternal 


North American 
by 42 of the member societies. As 
of January 1, 1956, the Fraternal 
Association had 9,686,830 policie 
and $10,.506,876,668 
force. The next annual meeting of 


insurance in 


the National Fraternal Congress of 
America will be held at the Hotel 
Statler in Los Angeles, California, 


September 23 to 25, 1957 
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Company News 


Continued from page 34 


Connecticut, Idaho, Illinois, Ok- 
lahoma, Oregon and West Vir- 
ginia, making 16 states and the 
District of Columbia in which 
the company now writes. 
Manhattan Life has been admitted 
to transact business in Minne- 
sota and South Carolina. In ad- 
dition to Alaska and District of 
Columbia, the firm now does 
business in 21 states. 
National- Ben Franklin, 
burgh, 


Pitts- 

2a., has increased paid 
up capital from $1 million to 
$2 million by increasing par 
value of the 20,000 shares of 
capital stock, all of which was 
issued, from $50 to $100 par 
value a share. 

Nationwide Insurance has an- 
nounced plans for expansion 
into Indiana and Kentucky by 
late 1956 or early 1957. Plans 
call for auto, fire, life, and ac- 
cident and health to be written 
by Nationwide Mutual, Nation- 
wide Fire and Nationwide Life. 
The group now operates in 14 
Eastern states. 

Old Republic Life has been au- 
thorized to transact business in 
Canada. The company is li- 
censed in all states, District of 
Columbia, Hawaii, and Puerto 
Rico also. 

Pennsylvania Fire, Philadelphia, 
has increased paid up capital 
from $1 to $2 million by issu- 
ance of 10,000 shares of capital 
stock par value $100 a share. 

Moral Insurance claimants will! be 
paid approximately $65,000, Joe 
B. Hunt, Oklahoma Insurance 
Commissioner, has announced. 
The company was placed in re- 
ceivership by District Court of 
Tulsa County in 1954 after the 
Insurance Department found it 
to be insolvent. 

New York Life has opened two 
new real estate and mortgage 
loan offices in Minneapolis and 
Washington, D. C. 

North Central Life, St. Paul! 
Minn., is now licensed to write 
life and accident and health in- 
surance in Arizona and Cali- 
fornia. 
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Rhode Island Mutual has been li- 


censed to write automobile, mis 
cellaneous liability and property) 
damage, resident glass and 
burglary lines in Vermont. 

Union Bankers Insurance has be- 
gun writing life, health care 
and disability income lines in 
Colorado. 

Union Central Life has organized 
a Group department which be 
gan operations August 1 in 
charge of Roger W. Clark, vice 
president. 


United Life and Accident has an- 
nounced the start of life policy 
sales in Europe, under Josepn 
King, headquartered at Frank 
furt-Main, Germany. 


Western Life, St. Louis, Mo., has 
authorized a 100 per cent stock 
dividend, increasing the firm’s 
capital to $200,000. The com- 
pany now operates as a full 
legal reserve life company after 
previous status as a stipulated 
premium company. 


THE 
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good reputation —a valuable asset 


The success of your agency ts inseparably interwoven 


with the reputation and business practices of the com 


panies you represent 


[ nion 


Because this is so. the Commercial 


Ocean Group considers that its first responsibility 


to agents is to ¢ xemplify, at all times. the highest traditions 


of the insurance business 


Qur « ompanies: 


Integrity, Financial Strength 


standards 


of Sound Management, 


prompt and just Payment 


of Losses, Multiple Line operation and Broad Protection 


which help agents to win and hold satisfied clients, are 


fundamental in our “Endorsement of the Local Agent by 


Acts and Services.” 


We are proud to say 


that our reputation for hair 


Business Practice is second to that of no other company. 


Our large roster of long term 


agents 1s clear evidence we 


have not permitted out standards to falter over the years 


Why not 


isk us to explain fully why it is advan 


tageous to be a re presentative of the Commercial Union 


Ocean Group? We will welcome 


Commercial Union 
Assurance Co itd 


The Ocean Accident & 
Guarantee Corp. ltd 


American Central 
Insuronce Company 


The British General 
Insurance Co. itd 


The California Insurance 
Company 


Columbia Casualty 
Company 


your PrCqury 


The Commercial Union 
Fire Insurance Co 


The Palatine Insurance 
Company ltd 


Union Assurance Society 
Limited 


Dk SFTP) 


Psi 


COMMERCIAL UNION — OCEAN GROUP | 


“4 Stande d 


ATLANTA 


ee 
ease y 
“ Mai Ee oat : 


CHICAGO 


HEAD OFFICE + ONE PARK AVENUE + NEW YORK 


SAN FRANCISCO 
Pe ea. 


$1 





Mr. Agent's Stand? 


Continued from page 41 


all the facts. 
tive in order to make this plan 


succeed, 


We have to be selec- 


We figure this applica- 
tion will allow coverage to 85 per 


over 65, vehicles over ten years 
old, and other qualifications. 

“Sell this as a policy you can 
give them if they qualify,” said 
one agent at the meeting. That 
explains the for so many 
questions and at the same time 


need 


tells why the agent can’t give the 
same special rates to all of his 
policyholders. 


for easier figuring by the agents 
and simpler accounting in the 
home office. 

Commission rates were the next 
question. Fifteen per cent on new 
business and 15 per cent on re- 
newal was the answer. 

While the agents figured silent- 
ly what this would mean to them, 
the home office team was quick to 


cent of the cars on the road now.” Rates for the CI Plan are, of give more figures on agent’s “take 


course, below the manual by 20 
driver under 21, per Also the 
rounded to even dollars to make 


In St. Louis (the ninth ranking metro- larger rewards.” Taking figures 
politan market of the nation)—we have 


" ‘ : TAY € > 3 
available, an outstanding opportunity from a survey of age nts using 
for the right type of man, ready for a similar plan, the home office 

1N General Agent advancement. Our one 
hundred ninety-five million dollar com 
pany is marching forward throughout 


A i its entire operating area, from the 
Territory of Hawaii from Cali- 


fornia to Florida—in a vigorous expan 


sion program You are assured the 

L Oo U | S$ utmost in complete home office co- 
operation 

The prosperous St. Louis area offers 

tremendous rewards to the right man 

with our company. Write us today for 


complete information All correspon 
dence kept in strict confidence! 


H. O. CHAPMAN, Pres 
S. H. WITMER, Chm. of the Boord 


Other restrictions include cars home pay” under the CI Plan. 


with principal cent. rates are “You’re not going to make much 


more on your present business, 
but this is a mass market and 
larger volume is bound to bring 


new applications from persons 


’ 


representatives showed that a 75 
per cent saving on office handling 
of the auto line would produce al- 
most the same “take home” 
amount under the CI Plan that an 
agency could retain under the 
For The Man Ready 


higher premium and commission 
For General Agent Responsibility 


rates. 


Advantages 


From then on the presentation 
of the CI Plan brought out other 
changes to adapt the policy to 


modern efficiency as well as mod- 


N AT | '@) N A L R E S E al E ern merchandising. The policy 
LIFE INSURANCE COMPANY . can apply to only one car; a pho- 


TOPEKA ° $iOuUX FALLS 











tocopy of the application becomes 




















the declaration page of the pol- 


Enduring es Remmere icy; only seven limits of liability 


Strong as the Strongest 
and six month term may be writ- 
ten. 

Merchandising techniques in- 
clude a colorful cover for the pol- 
icy picturing vintage cars, as well 
sales plan 


as a full suggested 


IS NOT RESTING ON ITS LAURELS 
Although its producers have long enjoyed the competitive and a series of local newspaper 
advantages of 

© Low Net Costs 

© Flexible Settlement Options 
@ Net Level Premium Reserves 
© A Strong Surplus 


with posters, direct mail letters, 


ads for which the home office will 
supply the mats. 

All in all, the agents who heard 
about the CI Plan at the meeting 


Mutual Trust is continually improving its net cost position and we attended did not grumble as 
introducing new and progressive contracts which have decided é 
buyer appeal. There are still a few agency opportunities open much as you might expect. In fact 


for developing new territory and in replacing 


several of them were very en- 


veterans who are retiring after long years of : : : 
“Why didn’t you give 


successful service. Mutual Trust operates in thusiastic. 


Cal., Conn, ta., tll, Ind., Mass., Me., Mich., us this 
Minn, N. HN. J, N.Y. N. D., Ohio, Ore., 
asked. 


Pa., R. |, Vt, Wash., Wis 
“Timing” was the reply; nobody 


WVuliuul frais, 


LIFE INSURANCE COMPANY 
135 %. Lae Salle Street, Chicago 


years ago?” an agent 


was ready for a system like this 
from an “old line’ company five 
years ago. Now everyone—or al- 
most everyone—can see its value. 


Other well established companies 
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are making inquiries about the CI 
Plan and may adopt something 
like it. 

This may be the beginning of 
the big push—the push to change 
over this leading fire and casualty 
line to mass marketing tech- 
niques. “May be the beginning” 
we say because the question is not 
yet answered on how individual, 
independent agents will accept 
six-month, continuous policies. 


“Big Push" Coming 


Obviously home office opinion 
in many other companies, as well 
as in the 12 or 14 insurers who 
have adopted such programs, is 
ready for the “big push.” Presi- 
dent Berry concluded his state- 
ment on the CI Plan with “We 
must make available to those who 
are entitled to it high quality 
service and sound automobile in- 
surance protection at a cost at- 
tractive to the average budget.” 

The company leaders also in- 
sist that the consumers—the pol- 
icyholders, the public, the people 
who foot the bill—are ready and 
anxious for some such plan. The 
policyholders have “voted” by 
putting their premium dollars 
with the “direct writers’ who 
have pushed these plans, the 
agency company officials pointed 
out. 

There’s no doubt that the auto- 


mobile insurance business is go- NEW HAMPSHIRE 


ing through many drastic changes FIRE INSURANCE 
right now. Has the time come for COMPANY 


the agency system to reach out for at er Pa err 
the mass market by adopting six- 12 GRANITE STATE 
month continuous policies? Those FIRE INSURANCE 
who “sold” the CI Plan at the company 


meeting we attended are con- 
. SST ERS MEW bh AOE OSES 
vinced there is a great need for NCH 





the program they outlined 
Frank E. Gerry 


MILES M. DAWSON & SON, INC, 


Consulting Actuaries 


1014 Hope Street 
Springdale, Conn. 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


New York 








“Hobart certainly shows his age.’ 
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the conditions under which they 


Analysis of Practices 


do so are analyzed in some detail. 
Individual practices with regard 
Continued from page 35 to the removal of occupational and 
physical ratings are noted. If an 
extra premium is charged, and 
rating from substandard policies most usually there is, then infor- 
on evidence of normalcy. Practi- mation is available as to whether 
cally all of the companies accept this is accomplished by rating up 
substandard business and charge the age or by the use of a multiple 
an extra premium therefor. table of mortality. There are a 
Much of Table I is concerned few companies which grade the 
with substandard underwriting death benefit. 
If companies write substandard, This table next indicates 


NOW .__ ANICO ISSUES “PREFERREDS” 


ON JUVENILES 


AGES “0” UP IN THE BIG POLICY MARKET 


Another ANICO Sa 


among 30 “Specig ES LEADER 


“a 
Is” such as 


® Juvenile Increasing Who 


for 1 at 21 


° Juvenile Incre 
asin 
5 for } t . Endt. 55 


” Educational Endts. at 17418 


le Life 


* 10 Pay Endts, ot17@ 18 
* 10, 11, 12 1 
1 ¥4, 13, 14, 1 
l ’ 5, 
8, and 19 year pa Prin Ra Al 
© Juvenile written 


Substandard tables ta = 


Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


~ AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 


MORE THAN 3 BILLIONS 500 MILLIONS OF INSURANCE IN FORCE 








whether or not accident and 
health and hospitalization are 
written separately, and denotes 
the companies which waive at 
death fractional premiums not yet 
due. 

A few of the companies in writ- 
ing substandard insurance rate 
the applicant up in age, but most 
of them use the multiple table of 
mortality, while a limited number 
proffer a graded death benefit. 
More and more of the companies 
are writing hospitalization and 
accident and health insurance sep- 
arately. Practically every com- 
pany now waives the fractional 
premiums not yet due at death. 

Table II, after first naming the 
companies which accept surplus 
line business, indicates the type 
of policies they will accept under 
this classification. The bulk of 
the information relates to the pol- 
icy of the companies in accepting 
applications for certain types of 


insurance and annuities. 


Firms Give More Service 


In the main, more and more 
companies are offering complete 
insurance services. Surplus lines, 
salary savings, pensions, term and 
even annuities can now be written 
by the agents of most of the lead- 
ing insurance companies. There 
are, of course, exceptions among 
the companies and as to certain 
types of insurance. Surplus line 
business is written by a narrow 
majority of the companies. This 
acceptance includes annual] pre- 
mium life and endowments, term 
and even specific risks although 
there are fewer accepting this 
latter class of business than the 
other two. The great majority of 
the companies are writing pen- 
sion plans and mortgage reduction 
insurance. 

The reduction in the number of 
lives acceptable as a group has 
brought practically every carrier 
into group and salary savings bus- 
iness. In salary savings the least 
number acceptable is five and the 
amount $10,000. There are some 
companies which write no fewer 
than 15. Single premium annui- 
ties in all of their various forms 
are offered by the great majority 


Continued on page 91 
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Table |—Analyzing Life Underwriting Practices 


Standard, Non-Medical, Substandard 
Continued with footnotes on page 86 
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Table I]—Analyzing Life Underwriting Practices 


Special Coverages—Surplus, Mortgage, Salary Savings, Annuities. Term 


Continued with footnotes on page 88 
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Salary Savings Single Premium Annuities 
Written With ~ 
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PRACTICE AND PROCE 
(POOTNOTES) 
Policy term les year 
r & for $16,000. 
Minimum monthly premium $ 
Non-participating 15 year 
for nuitie 
10 per montr 
ferred. 
renewable 


ar shown. 


onvertible 


e, mvertible 


seria 
1 of quarter. 
monthly premium ¢ 
yes, def, no. 
age 65. 

& year nvertl 


tginal age wit! 
dified Life 
nm, regular 
premium 
tmum amount, ’ t vided maturity or « > end 1 age 66. 
wore. 2 7 surplus, but we e - f our own retent 
iH J month 
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Tace mou 
rigage prote 
level f alar 


monthly 


mvertible prior t« 
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licy for 10, 1 
decreasing term ! 
nim onthly prem on each 
minimum monthly premium on : * nes in form and at employees witt 





referred b. plan: minioum 6 lives, 
mir tal monthly premium $100.00, 
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Table IIl—Analyzing Life Underwriting Practices 


Non-forfeiture Provisions 
Continued with footnotes on page 90 
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Table III (continued)—Analyzing Life Underwriting Practices 
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Analysis of Practices 


Continued from page 84 


of companies. Annuity writers 
are still in the minority. The va- 
rious types of term insurance, 
with the exception of 20 year con 
vertible, and term to age 65, are 
widely written. 


Pleasing the Policyholders 

Table III presents a rather com 
prehensive picture of how the 
companies try to please their pol 
icyholders through guaranteed 
values in the policies. The vari 
ous Ways that the several com 
panies allow the insured to select 
values granted under the non-for- 
feiture provisions both auto 
matic and permissive—in the pol 
icies, is surprising. This latitude 
extends as well to the granting of 
reinstatement options. About the 
only thing that seems to remain 
where there is complete accord 
on the part of the companies is 
the prompt, equitable and _ total 
payment of policy amounts when 
death intervenes or a policy other- 
wise matures. 

According to the tabulation, 
non-forfeiture values are avail- 
able from a great majority of the 
companies after a policy has been 
in force for one year, cash value 
may be deferred on an average up 
to 180 days. The reserve basis is 
C.S.0O. with 2% per cent interest, 
although C.S.O. table with 3 per 
cent interest has good minority 
representation. Usually 60 days 
are allowed for the policyholder 
to choose the type of value de- 
sired. If no election is made, ex- 
tended term insurance in most 


cases is automatic. 


Premium Loan Rates 

Premium loans are available 
with the interest rate thereon 
about evenly divided between 5 
per cent and 6 per cent. In most 
companies now extended term in- 
surance, if selected, has cash val- 
ues and participates in the earn- 
ings. Paid up insurance also has 
cash and loan values but does not 
usually participate in earnings 
Reinstatement may be granted up 
to five years at 6 per cent interest 
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Most of the companies will not re- 
instate a policy after the cash 
value has been granted but will 
do so after the extended term ex- 
pires. 


Purpose of Tables 


Agents will find these tables ot 
sound value because in moder: 
underwriting as advisers, it 1s 
obligatory for them to understand 


the practices and pol cies not only 


of their own company but those 


of every company on whose stand- 
ing and availability they are ques 
tioned by a prospect or a policy 
holder. Both insured and pros 
pects are impressed by a man who 
las a complete knowledge of his 
business, including knowledge of 
all the variety of coverages and 
conditions which are offered to 
the public These tables, if a file 
of THE SPECTATOR is not kept, 


hould be made a part of every 


One hundred and eleven 





Kansas City Life A gents 
are the proud holders 
of 1956 Quality Awards 


There is no question that the Quality 


Award is one of the highest distinctions a 


life insurance man can receive. It is no 


casual award either for it represents a 


superbly well done job... These men and 


women who win the Quality Award are 


the top producers of quality insurance sales 


and Kansas City Life is honored and 


proud that three of our associates have 


received Quality Awards since the inception 


of the honor in 1945 and that one hundred 


and eleven associates are award winners 


this year. 


4 1895 ye 


KANSAS CITY LIFE INSURANCE CO. 


Breadway at Armour, 


Kansas City, Missogeri 


9] 





A a H-1 
Aetna Insurance Group Advertisers Index Haight, Davis & Haight 
Charles W. Hoyt Home insurance Company 
American Casualty Brown and Richardson 63 Albert Frank-Guenther Law 
American District Telegraph Cc Employers Group 25 | Home Life Insurance 


Thomas & Delehanty P H. B. Humphrey, Alley & Richards 


Camden Fire Association Institute of Life Insurance 


Equitable Life Assurance Cover 7? 

Ecoff & James J. Walter 
Chabs mr C ; Kenyon & Eckhardt 
Ee SNS SON over Equitable Life Insurance of lowa 48 
Bruce Angus Advertising SS) Midienea j 
Coats and Burchard 70 McCann-Erickson 
A Phot f Kiau-Van Pietersom-Dunlap Kansas City Life 

merican otoce i ‘ 

tated 2 an sidan Commercial Union—Ocean Group 81 4 Cary-Hill 

Irving J. Rosenbloom 7&6 c c Fidelity Mutual Life 77 L 

Aaiestain. Memaiis ie i vommerce Clearing House 46 : 
» Surety Company Cesaceitecd Mites ‘iihe 24 Hening & Co Lansdale Products Corp 

Ph os rg wae | Wilson, Haight, Welch & Grover Fire & Casualty Insurance | Life Insurance of America 
mericen United Life Continental Assurance Allston Assoc | Walter S. Chittick Co 
saas & Sogard Migs theta «R hasee Franklin Life Insurance Life of Georgia 
Continental Casualty G Liller, Neal & Battle 

) C pan . a 
Doremus & Company Alien Marin & Assoc General Fire and Casualty Lincoln National Life 

A Corroon and Reynolds Hening & Co Loyalty Group 

Bankers National Life Grain Dealers Mutual Lumbermens Mutual Casualty 
Berkshire Mutual Fire D Great-West Life M 

Jules L. Klein Dawson, Miles M 83 MacLaren Advertising Maryland Casualty 
| J. M. Mathes 





American Fire and Casualty Thompson 
J-K 


John Hancock Mutual Life 


American Insurance Company 
Kenyon-Baker 
American National Insurance 


Alert Advertising Agency Excelsior Insurance 6! 





Atlantic Companies 


Metropolitan Life 
Young & Rubicam 


ra Monarch Life 
te Mutual Trust Life 


Chas. D. Spencer & Assoc 
N 
National of Hartford Group 
These six points help Home Life agents post consistently J. M. Hickerson 

; : . National Life of Vermont 
high scores in the new-business league: hae ain 


National Reserve Life 








@ All-markets coverage @ Productive sales aids 
saat opt H Advertisin 
@ Liberal commission schedules © Distinctive package plans vit a 

National Union Insurance 57 


; . ee ° 
@ Modern training program @ Sales 9 New England Mutual Life 20 


Clientele good will carefully cultivated during well over Batten, Barton, Durstine & Osborn 
New Hampshire Fire 83 


a half-century of superior service adds an important ls A: eee cae 
Home Life agent's North America Companies 
career advantages. Cover 4 & 57 








N. W. Ayer & Son 
North American Accident 7 


Vaughan, Thain & Spencer 
P 
Whey will 
" " F Pacific National Fire 


Knollin Advertising 
THE HOME LIFE Peerless. Insurence r 
Jul l Klein 
INSURANCE COMPANY OF AMERICA iris 
Peerless Photo Products 66 
Daniel J. Walsh, President Executive Offices: Phila., Pa. John Mather Lupton 


, — Pennsylvania Lumber Mutual 53 
Security and Service Since 1899 ae 














Gray & Rogers 
ates : wes : Phoenix Insurance 74 
Fairbairn & Co 
Prudential Insurance 6! 
Calkins & Holden 


Flexible-Age Retirement | 2... 


Hudson Advertising 


c 
2 


With LNL’s flexible-age retirement plan, the policyholder ieniieteint Cian. a 


does not set the maturity date when buying the policy; he Remsen Advertising 
r ° ° 4 . < Southland Life 6? 
can wait until the date arrives before calisaate ebicatiiinn 


making his choice. Naturally, clients Speakman, Frank M 69 
ras “ 7 ad ; a oa. Spencer, Chas. & Asoc 63 & 70 
like this feature and LNL agents like sees Sitetank: Ate diced ye 


to present it. Sturgis Posture Chair 65 
Blaco Advertising 





Sun Insurance 6! 


Lincoln National’s flexible-age retire- 
ment plan is another reason for our T-U 


Bruce Angus Advertising 


proud claim that LNL is geared to cas a ic a 
fe < resse arry 3 
help its field men. United of Omaha 
Bozell & Jacobs 
ar - _— ein United States Life 
Che LINCOLN NATIONAL LIFE Irving L. Applemon Co 
: . . Ww-Z 
INSURANCE COMPANY Western and Southern Life is 
; Woodward and Fondiller 83 
Fort Wayne 1, Indiana Woodward, Ryan, Shorp, Davis 59 

Its Name Indicates Its Character Zurich Insurance 19 
Vaughon, Thain & Spencer 











THE SPECTATOR 








rors ’ ’ Pe o . 1 
PU Lo) 1a 


TrPPP Terie ee 


r a | 
y ry 4 | ° 
W | | A | ne Lape measure may provide an 
4 


accurate measurement of girt! but girth is no 


DQ vi yU USE accurate measurement of leader nip In this highly 


technical age “close tolerances” are every-da‘ 


TO MEASURE tandard . Whether gauging the accuracy 


fine moving part In a precision instrument 


LEADERS|I | | P. as r evaluating the services rendered by a busine 


organization. The philo Ophy of ¢ hubb & Son for 


almost three-quarters of a century is characterized 
elopment and expansion of the 
eTvice ‘ 
precison part ola precision function It 
lose tolerance 


formance. Chubb & Son squarely mee 


ing methods of gauging ...a true mea 


rship 


CHUBB 8 SON, l nderwriter 


Manage 

















Extra Value 





makes the 


difference 


in insurance 











